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3 REASONS TO FEATURE OLIVETTI PORTABLES 
AT BACK-TO-SCHOOL (OR ANY OTHER) TIME 
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Full Profit. Olivetti gives its dealers the keys to full 
profit: (1) a quality product (2) sold by selected 
quality-minded dealers (3) who earn full mark-up. 
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Full Value. The Olivetti Lettera 22, for example, 
provides a group of quality features (including 
keyboard-set automatic tabulation, self-locking bas- 
ket shift, half-line and half-letter spacing) found on 
no other machine at this price ($88 plus FET , retail). 


= 
= 
~~ 
=~ 
= 
- 
=~ 


eyeing 





National Advertising. Every 2 weeks, a full-page 
Olivetti ad in TIME Magazine, from September 22 
into December. Last Spring saw 4 full-page Olivetti 
ads in LIFE in 3 months. Continuing, powerful 
Olivetti national advertising like this helps make 
your selling job easier. 
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$95 

Bifo 

Write immediately, to find out how you can become an 25. 

Authorized Olivetit Portable Dealer. Olivetti’s Portable Line 59° 

includes the lightweight Lettera 22, the larger Studio 44, and in \ 

the high-quality Summa 15 hand adding machine. Portable Pec 

Division, Olivetti Sales Corporation, 375 Park Avenue, 95 
New York 22, N. Y. 

$6 
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LINE 


PACKED 
WITH SALES APPEAL 
AND PRICED FOR PROFITS! 















Introduced by 
a special 


double-“plus”’ 
Regular Value 


$2.25 
SPECIAL PRICE 


*1.59 


quantity box 


at a saving of 


66¢! 






CASH IN ON THIS BIG PROFIT OPPORTUNITY! 


An irresistible value — a popular, quality writ- Removable corner band shows special price. 
ing paper at a bargain price! This double- S99 Series: 

“plus” quantity box will sell itself on sight... Club Single Sheets in White, Light Blue, Sea- 
help promote the whole line. shell, Pearl Gray. 72 sheets, 48 envelopes. 















Free Counter Display included with order of 24 or more Boxes 


e New Packaging « New Design « Nationally Advertised 
e A Wonderful Gift Item! 


When a good month-in, month-out seller takes on a fresh 
new look, watch out! Don’t be under-stocked! New Autocrat 
is a gift-natural — the same fine quality Vellum paper in 
attractive new designs and assortments... beautifully pack- 
aged in soft blue and white...easy to buy. Do something 
about Autocrat — NOW. Order in quantity! 


$95 — Man’s box of Monarch 
Bifold, White only. 30 sheets, 
25 envelopes. Retail $1.25. 


$92—Deckle Edge, Club Single, 
in White, Light Blue, Seashell 
Pearl Gray, 40 sheets, 

25 envelopes. Retail $1.25. 


$61 — Formal Notes in White, 
Light Blue, Seashell, Pearl Gray, 
24 sheets, 24 envelopes. 

Retail 69¢. 


Order direct or see your Whiie & Wyckoff Representative 
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Holyoke, Massachusetts 


$51 — Informal Notes in White, 
Light Blue, Seashell, Pearl 
Gray, 24 sheets, 24 envelopes. 
Retail 65¢. 


New York Salesroom Chicago Salesroom 
30 Rockefeller Plaza 1536 Merchandise Mart 
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Desk Drawer Outfit 


No. 4042 Letter size 
No. 4043 Legal size 


= For Every Man’s Desk 


For instant reference to 
desk data. Steel tray com- 
plete with 25 Pendaflex 
folders. Choice of 100 print- 
ed headings. Grey only. 
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Pendaflex® Carryfile 
No. 492 Letter size only 
For the Traveling Man 


A traveling office. Home 
managers file bills, re. 
ceipts, income tax, insur- 
ance. Brass lock, sturdy 
double walls, piano 
hinge. Folders extra. Size 
is 10%4’’ high, 13’’ wide, 
9’’ deep. Tan only. 








Desk Top Pendaflexer 

No. 452 Letter Size 
For the Busy Desk Worker 
In fact, any one of the four Oxford products shown on this —_—13/’ x 13/’ x 1034’’. Lock for 
page makes a perfect gift for a client or business associate... | privacy, rubber buttons 
a gift that will be both impressive and useful for many years Prevent damage to furni- 
to come. And your customers know that when a gift bears the ae. Sowee pry 
name OXFORD it’s the best—the “First Name In Filing.” — 

The time to stock up for the Christmas business gift trade 
is right now. Be ready, this Christmas time, to display these 
items in your store and window. Just fill out and mail the 
coupon, and we will send you special display material in 
time to feature these practical Oxford gift items on holiday 
display tables. 





Desk Side 
Pendaflexer 


No. 422 Letter Size 
No. 423 Legal size 
For the Executive 
28%" high with 24’ of 
clear filing space. Now 
supplied with back 
hinge-plate cover. 
ee empty, in Grey 

or Tan. 


Ox! 


FIRST NAME 
CITY. STATE IN FILING 
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OXFORD FILING SUPPLY COMPANY, INC. 
6-9 Clinton Road, Garden City, N. Y. 






In November, please send me special display material so 
that I can feature various Oxford Pendaflexers as business 
gift items. 





FIRM 





STREET. 








| NAME 
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DEAR 
READER 





We'd like to offer you in this issue 
an article with the unlikely title, “Sales 
Management Made Easy.’ Because 
sales management isn’t easy, however, 
we've done the next best thing. Ben 
Marsh, associate editor, went to 
Atlanta, Ga., to gather material for a 
sales management story from one of 
the country’s leading stationers. It 
appears on page 26. It’s followed by 
a summary of dealer views on sales 
management, taken from the regional 
NSOEA seminars at Denver and else- 
where. 

You may be interested in how we 
find our information for publication. 
Sometimes it’s easy. Last month, for 
instance, we had to walk only six blocks 
from our editorial offices to interview 
Roy Holt of Duluth’s A & E Supply 
Co., first prize winner in the Pencil 
Week contest. This month we carry a 
story that was conceived in an airliner 
stacked up high over Washington Na- 
tional Airport, waiting for clearance 
to land. The editor enjoyed the com- 
pany of Charlie Lepley of Nashville, 
Tenn., while both were on the same 
plane leaving the NOFA show in 
Philadelphia. We used the time to dis- 
cuss Mr. Lepley’s recent promotion of 
office furniture. Now his ideas are 
yours, on page 40. Next month we will 
have a wealth of advance information 
for you on the big stationery show 
starting Sept. 27 at Chicago. Much of 
this material will be obtained from 
your suppliers by mail. 

So much for our sources of supply. 

We close this column with an im- 
portant reminder. When using the 
Tell-Me-More card at the back of the 
Magazine, be sure to include your 
name and the name and address of 
your store. We can’t help you if we 
don’t know who you are. 
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MOREA\OMOREAOMORE| 


sales ammunition for Burroughs dealers! 








a new bargain-priced, electric Burroughs 
ten key adding machine, retailing for just 
$198.50 (plus applicable taxes). It’s true 
Burroughs quality with many de luxe- 
model features! 


the revolutionary M&V 
plastic-base Nu-Kote 
carbon paper. It’s set- 
ting new sales records 
every day! 























a new and high-quality Burroughs cash 
register at a new low price—also $198.50 
(plus applicable taxes). Accurate, hand- 
some and durable—a true value that will 
bring big sales! 


the expanded line of Burroughs ten key adding 
machines now available to dealers, including 
models with capacities up to a billion dollars. 
Now there are ten key adding machines to 
satisfy every customer need! 






That’s how Burroughs is giving all-out sales support to dealers! New products 
for new markets, competitively priced to send sales soaring. 


Now Burroughs dealers have something for everybody—from bargain specials 
to de luxe models. How about you? Whether or not you already handle 
Burroughs products, look into this lucrative profit picture from all angles. 
For full dealer information, write Dealer Sales Department, Burroughs 


Corporation, Detroit 32, Michigan. 


Burroughs adding machines and cash registers. 


Burroughs—TM. 
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E CAPSULE COMMENTS 





“If he (Mike Todd) had sold typewriters, he would have sent a bouquet of 


flowers to every secretary who got one.” — From The American Salesman, ‘The 
Credo of the Late Mike Todd: To Sell, Be a Showman” 
x * x * * 


“We must stop regarding our salespeople as vending machines. We must correct 
the growing feeling that the customer will buy because of the impact made upon 
him by the force of blanket national and local advertising.” — George W. Dowdy, 
executive vice president, Belk Brothers Co., Charlotte, N. C. 
* * * ** a 

While mechanization has increased the productivity of U. S. factories 14 times 
in the past century, the productivity of the office worker has been raised only 
50 percent, says Voicewriter manager Charles H. Goddard. One third of the 
country’s labor force — 20 million people — now works in offices, he says, and 
even doctors and engineers have become victims of unnecessary paper work, 
spending as much as a third of their time on clerical functions. A business 
letter that cost 50 cents to write in the 1930's costs $1.70 today. 


* * * * * 


“Employers must eliminate workers’ fear of criticism — not criticism itself — 
to establish good worker-boss relationships in the office. Fear of criticism can 
crush vision and wet-blanket enthusiasm.” T. A. Duckworth, Employers Mutuals 
of Wausau, at National Office Management Assn. conference. 


* * * * * 


“Leasing of capital goods has become more and more popular with industry as 
it is the one answer to existing conditions of high taxation and small depreciation 
allowances, The lease as a marketing aid is far superior to the conditional sales 
contract as it actually benefits the user financially.’ A. D. Bennett, panelist at 
NOMDA convention. 


* * * * * 
“Don’t say ‘filing clerk,’ say ‘records librarian’ and remember that each file 
drawer holds an estimated $4,000 worth of records if you stop to consider what 


it costs to produce each business letter.” Bill Aylward, manager of systems divi- 
sion, Globe-Wernicke, 


* * * * * 


When you sell a customer what he came in to buy, you haven't so/d him anything, 
says Harold Sharp, a vice president of the Coca-Cola Co. ‘Plusmanship” is the 
extra effort beyond the call of duty, he says, that produces the extra sale beyond 
the customer's original request — salesmanship is not enough anymore. 


* * * * * 


Saturday is no longer the busiest day in the week for many of the nation’s depart- 
ment and specialty stores, according to a new report by the National Retail 
Merchants Assn. Stores open Monday and Tuesday nights found that volume on 
both days in 1957 exceeded Saturday's. The same report shows gains ranging up 
to 12 percent in greeting card and gift wrap volume. 

* * * * * 


“In 1940 we spent in scientific research about $8 for every person of working 
age, Today it is $55; ten years from now it will be close to $100. Science will be 
very alert in bringing us new applications and new products.’ — Henry H. 
Heimann, National Assn. of Credit Men. 
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AMAZING BALL POINT DEVELOPMENT 
SEE IT NEXT MONTH...IN 3-D! 


NO / ..a really significant advance in writing 


instruments! 






A new engineering triumph, combining a porous “honey- 
combed”’ ball with exclusive high-density ink! Gives writing a 
richness, clarity, and comfort never before possible—even writes 
over grease spots! 

New ink, new ball, new design... A NEW PRODUCT... backed 
by the most remarkable newspaper and television advertising, 
window displays and counter displays EVER DEVELOPED for a 
writing instrument! 
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ncement! 


FIRST SALES PROGRAM FROM 


A NEW SUBSIDIARY of CD THE PARKER PEN COMPANY, 


TODAY. ..a strong brand name that once logged the highest 
annual sales in U.S. pen history begins its comeback—as a sub- 
sidiary of the Parker Pen Company. 

New enlightened trade policies, startling consumer advertise- 
ments and a truly great new product have been designed to earn 
your approval and support... and build success. 

Everything from Eversharp has been keyed to value and ex- 
citement ... product value and promotional excitement. . . the 
priceless ingredients of success in this industry. Next month we 
believe you will like what you see from Eversharp Pen. Please 
save a little mid-fall and Christmas ‘‘Open to Buy.” 


NESS ©1958 The Ererabarry Pow Compony ARLINGTON HEIGHTS, ILLINOIS 
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Eaton’s 

New 

Social 

Stationery 
Scintillates 

with 

Sensational 

Sales 


Appeal 








EATON’S interprets fashion’s most imaginative NEW IDEA... the shimmering 

glitter of stardust on colorful envelope linings and exquisite box presentations of 
RRSP SecA La superb writing papers ...a never-before-seen effect in stationery... brilliant 
‘etinoeeeaes EATON'S with sales allure... titled Eaton’s Scintillate! 
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he 





Wrap papers lrenidel om nts amd tratuers. the ravetape himng: ond beaut boars sprinkled vith shomng 
star hast”. Foor beitaamt giving. chawnr EATUN'S SCINTILLATE stylings. ten thar Stationery Departments. noe 
























PATON PAPER CORFOR TSTUELO, Massacuusert There's a stellar sales season ahead for Stationery Departments that feature 
Eaton’s Scintillate series ... more traffic... star-spangled profits! And Eaton 
More than fifteen million women readers will rovides special free promotional rials... di , ...to help you 
shop with stars in their eyes...and Scintillate P sP S ' P panel enpeens Gisplays, mats ” PY 
on their minds...after seeing this — stage your hit show! 
advertisin ie promoting Eaton’s Gifts o : , 5 : ’ “ 
Beauty. «anit , The entire Eaton Fall and Christmas line shines in sales-making styles . . . to 
The ee on, give you an early selling start .. . to see you through your Christmas Gift season 
The Ladies’ Home Journal — December in a blaze of glory! 
gATON's 
~ r 7 T 9 * .} 2 g 
Sy, ~ <e N 3 sgtallys g Fine Letter Papers ] 
- os € 
LerpeR PY 


EATON PAPER CORPORATION ¢- PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue e CHICAGO, 6 North Michigan Avenue 
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rom Washington...r 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
August 15, 1958 


The recession is over, and it's time once again to worry about in- 
flation. That, at least, is the view of most Administration leaders. And 
their view counts. 





That means this is probably the best time to obtain any needed loans. 
The Administration is firmly committed to the policy of combating both re- 
cessions and inflations by manipulating the money market through the Federal 
Reserve Board (FRB). 


FRB's chief tool is fixing the rate which banks can charge for loans 
to their customers. After the hard money policies of a couple of years 
ago, the Board cut back the rate several times. Should there be many more 
signs of inflation -- and the steel price rise is a significant one -- the 
Board can be expected to start raising interest rates again. It took a 
first step by raising margin requirements for the stock market. 


a The gross national product, which is the combined total of all goods 
and services produced in the nation, increased in the second quarter of 
this year at an annual rate of $2.2 billion over the first quarter. That 
marked the first climb in GNP since the increase of the third 1957 quar- 
ter over the second 1957 quarter. 





The increase was almost entirely a reflection of higher personal 
spending and government expenditures. A key index, that for private in- 
vestment in plant and equipment continued downward, but at a slower rate. 


Unemployment continues to be a serious problem. The number of jobless 
was over the danger mark -- 6 percent -- in 89 of the 149 labor markets 
surveyed by the Bureau of Labor Statistics in July. 


A business pickup for September, increasing slightly in October and 
November, is the general Washington forecast. These increases, however, 
are over the April-May bottom. No return to boom conditions is in sight, 
barring a shooting war in the Mideast. 


Retail sales held up far better during the recession than economists 
had hoped. From August, 1957, to June, 1958, the retail sale decline was 
only about 4 percent in volume. During the same period, industrial pro- 
duction dropped 13 percent, while corporate profits tumbled 33 percent. 





A bill to require manufacturers to grant special functional discounts 
to wholesalers was aired recently by the Antitrust Subcommittee of the 











House Judiciary Committee. Drafted chiefly to aid tobacco wholesalers, the 
bill picked up support from scores of wholesalers in other fields. Now 
that the bill is on record, a new push can be expected next year for its 
enactment. 


A general guide to price advertising, applicable to nearly all pro- 
ducts, is being drafted by the Federal Trade Commission. The guide is in- 
tended to help manufacturers and dealers by telling them the types of price 
claims that do or do not come under the definition of false or misleading 
advertising. 





One of the Commission's aims is to stop the practice of advertising 
reductions from fictitious list prices. This practice is also under fire 
from many Better Business Bureaus around the country. 


Fictitious pricing is also under examination by a subcommittee of the 
House Government Operations Committee. The subcommittee, however, is con- 
centrating on big ticket items such as furniture and appliances. 


The Keogh bill to permit retail store owners and other self-employed 
individuals to make deductions on amounts set aside for their retirement 
breezed through the House and was sent to the Senate. The legislation had 
been before the House Ways and Means Committee for years and this marks the 
first time it ever advanced as far as passing the House. 





The measure was designed to allow the self-employed to deduct annually 
up to 10 percent of net income, up to a maximum of $2,500 a year, if the 
money is placed in one of several types of specified retirement funds. The 
bill provided for a top lifetime deduction of $50,000. Benefits received 
would be taxed as ordinary income after the self-employed individual retired. 


Off-session field hearings on its version of the fair trade bill are 
planned by a subcommittee of the Senate Interstate Commerce group. This 
version was backed in the House by Oren Harris (D-Ark), Commerce Committee 
chairman. 





Neither dates nor sites are firm yet, but tentative plans are for 
hearings in New York City, Chicago and a West Coast city -- probably either 
Los Angeles or San Francisco. 


Stationers and associations in those areas wishing to testify can 
make arrangements by writing Clerk, Senate Interstate Commerce Committee, 
U. S. Capitol, Washington 25, D. C. 


In Senate hearings, the fair trade legislation ran into an unexpected 
snag, the issue of states' rights. Several Deep South senators brought up 
the point that the bill would force fair trade on the states, even though 
the state legislatures were against it. They ignored the fact that the 
vast majority of the legislatures have voted fair trade. It has been the 
state supreme courts that have been throwing it out. 


Handling of odd-sized business reply mail at a standard fee of 
regular postage, plus five cents, was authorized for the Post Office De- 
partment by recent legislation. In the past, some postmasters have handled 
odd-sized items, while others have refused to do so. Under the legislation, 
such business reply service is now available to all. 
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NEW! "CAMPUS PACK" OF 





KAGLE-A TYPE- 








ASE PAPE 





Now, for your student customers, Eagle-A Papers offers a 
new budget-priced “Campus Pack” of Eagle-A Type-Erase 
... the famous paper that erases quickly and cleanly with 
a pencil eraser. Attractively packaged for college stores, 
Eagle-A’s “Campus Pack” contains 100 sheets of Type- 
Erase, size 81” x 11”, medium or heavy weight, in a newly 
developed super-sulphite grade. It’s designed to give the 
student a fine quality erasable paper at a new low price... 
yet assure you a good margin of profit. You’ll want to look 
into this right away . . . mail the coupon today! 

















Hat 


¢ 


AMERICAN WRITING PAPER CORPORATION 
Holyoke, Massachusetts, Dept. C 


Please send free sample 100-sheet 
“Campus Pack” of Eagle-A Type- 
Erase paper and full information: 


NAME 





STORE NAME 





ADDRESS 





CITY STATE 
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NEW 


Desk Lamps 1 


Two new desk lamps have been 
developed by Acme Lite Products Co. 
The Citation is a swivel arm model 
with a three-way bulb that lists for 
$23.50 and features an air-cooled re- 
flector, full circle turning and diffused, 
non-glare lighting. The Perennial has 
similar features without the swivel arm 
and lists for $14.50. Colors are brown, 
beige, office gray and sylvan green. 








Self-seal Envelopes 2 
Pressit-Sealit, a new type of 
envelope requiring no mois- 
ture to seal, is being introduc- 
ed by Western Tablet and 
Stationery Corp. The new en- 
velope, designed to take the 
mess out of mailing, is avail- 
able in satin or linen finish, 
air mail or regular weight, with or without space for return ad- 
dress. 
The envelopes are transparent-wrapped in convenient desk 
drawer storage boxes and come packed in attractive printed floor 
display containers. 





aa Household Budget Record 3 

The Household Budget Record by 
The Ideal System Co. has been styled 
for greater sales appeal with a glossy 
red and white cover and white spiral 
binding. The record books come in six- 
pack cartons that open to a display 
position. They retail at $1. 


cere 
pouseHoud puocet RECORD 





Photocopier a 

The new Contoura-Matic photo- 
copier by F. G. Ludwig, Inc., turns 
out five copies a minute, is only 
15 inches wide and takes up half 
the desk space of a standard type- 
writer. A revolutionary new feature 
is a plastic container full of pre- ‘ 
mixed chemicals which is snapped = | 
into place to pour in and out automatically. When the liquid 
is exhausted the entire packet is sealed and dropped in a waste- 
basket. The machine is priced at $189 and makes photo-exact, 
black-on-white copies of anything printed, written or drawn, in 
any color including red. 





Magnetic Index 5 

A new Magnetic Index by Auto- 
point Co. comes in brilliant tele- 
phone colors and has a release bar 
that opens correctly “every time” 
and closes at the tap of a finger. 
eRe, Other features are a cover that lies 
lieiiaaliiaeaes back flat for ink entries, and cards 
that slip out for typing. The index is available with a choice 
of three lids. 





14 
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Wood Desk 

The new Spacemaster ae 
by Jasper Office Furniture @ 
offers general office desks that ip. 
corporate the linear styling us 
ually associated with executive 
and private offices. 

The series, with five models, 
features plastic tops, hardwood 
pedestals and drawers and black 
steel leg standards. Optional features are a perforated aluminum 
modesty shield and colored plastic tops. 


Marker 


A new indelible ink marker is 
offered by The Carter’s Ink Co. as 
a time and trouble saver in the 
home, office or shop. Eight colors 
are available in non-breakable, leak- 
proof containers. Called Marks-A- 
Lot, the item is carded and pre- 
priced at 59 cents. The back of the 
display card suggests a variety of 
uses, 








Secretarial Chair 8 

Lehigh Furniture Corp. offers a 
new look in secretarial posture seat- 
ing with a chair developed to har- 
monize with the modern light look 
in office decor. It features a unique 
chrome wire strut foundation, in 
contrast to the conventional base. In 
addition, the chair has a new fatigue 
resisting resilient back construction and a pivoting conformal 
back rest which follows changes in body attitudes as well as 
providing standard height adjustment. 





. 2 « 


Writing Case 

A new line of virgin plastic 
writing cases in seven colors is of- 
fered by National Blank Book Co. 
The case contains an address book, 
stamp holder, writing pad and en- 
velopes. It folds to a neat 91/4 by 
742 inches. The same company also 
offers easily compiled Loose-leaf ad- 
dress books in two-color combinations. 


Ball Point Pen 10 





A man-made sapphire, said to 
be the hardest material ever used 
in a ball point pen, provides the 
writing tip for the new Jewel Point 
pen introduced by Waterman Pen 
Co. The synthetic gem tip is describ- 
ed as having a higher affinity for 
ink than any metal. The new pea, 
available in four colors, is the tt 
sult of four years of research and 
testing. It retails for $1.98 and offers other features such 
as a “tank car” refill cartridge and an exclusive nylon ft 
tractor mechanism that eliminates metallic clicking. 
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most popular faces of the year! 


by REGENCY 


Ms, and Mus eu Dormer zn 


VENETIAN 


Mx. and Mes. Kenneth B. Minter 


FLORENTINE 


AM. and Mas. Whi mm Ge Benning 


FLEMISH 


Me. ond Mes. Roy dword Coughton 





RIVIERA 

Regency Heliograving (not to | Mr. and Mrs. Arthur R. Broderick | 
be confused with engraving) FLORIDIAN 
} 

/ 


an thoes a coontaaae } Mr. and Mes. George R. Weryford 


& joined letters in exclusive new 


Regency scripts! Mr and Mrs Samuel McKinley Ford Flower Weiding 

m sharper, more legible letters! BASQUE Line Catalogue 

@ new effects with superimposed a > *. | . Features a complete selection 
and angled letters! | Mt. anb irs. Chomas Barry Nichols | of all the most asked-for styles! 

@ superior craftsmanship at an coeiaatiaees _ Postpaid shipment within two 
amazingly low price! _ days of order! Full 50% discount! 


address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 
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You'll sell more 
git LOMA ws 


‘Quick Service’Monogramming 









Christmas Cards Lead Pencils 


Fountain Pens 








You can RENT a Kingsley 
Machine for only 21c a day! 





With a Kingsley Machine you can monogram 
the above gift items right in your own store! 


This Quick Service promotes extra gift sales 
...and brings in new customers who can’t get | 
Write for a free copy of “Ideas for Mono- 


grammed Sales Promotions,” and complete in- 
formation on our Rental Plan (only 2ic a day). 


KINGSLEY MACHINES 


_ 850 Cahuenga - Hollywood 38, Calif. _ 
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Check File if 


The Amfile Check Case, designed 
to retail for $1.95, has been intro. 
duced by the Amberg File and Jp. 
dex Co. to provide a permanent and 
systematic filing sytstem for canceled 
checks. The case is made of sturdy 
binder’s board and features perman- 
ently positioned guides, heavy lug 
gage latch and metal hinges. Four colors are available, and 12 
cases of assorted colors are packed to a carton. Each case includes 
a set of heavy gold gummed labels, 





Portfolio 12 

A new writing portfolio by Sam- 
uel Ward Mfg. Co. is stylishly de- 
signed with zipper closure. Made 
of leatherette with gold decoration 
to retail for $4, it is meant to fill 
a need for a portfolio between the 
inexpensive paper folder and_ the 
higher priced genuine leather cases. 
Another new Samuel Ward offering 
is a set of desk pieces with clever 
captions appealing to the age bracket 
from sub-teens to college students. 





Merchandiser 13 

Tie-Tie Gift Wrappings has produc 
ed a handsome wooden merchandiser 
for gift wrap and roll paper display. It 
holds 21 dozen rolls, set up in three 
tiers so that the top nine inches of 
each roll is clearly visible. Below the 
rolls are three tiers for ribbons, with 
the bottom one designed for automatic 
gravity feed. Under these is a pull-out 
display shelf for flat tissue. 





Christmas Albums 14 

Nu-Art Engraving Co. offers 
four distinctive new Christmas as- 
sortments for 1958. A Deluxe 
album features 60 cards with 
greetings ranging from _ the 
lighthearted to the — spiritual. 
Fifty designs in the Contempora 
album are holiday greetings with a modern touch. An Etchcraft 
album has 64 variations and the Nativity-Art album presents 
with religious themes. Many of the accompanying 
envelopes feature gay seasonal decorations on the back flap at 
no additional charge. 





17 cards 


Motorized Globe 15 


New globes for the space age by 
Replogle Globes, Inc., include a 12-inch 
motorized Satellite Globe, geared to 
the exact movements of the earth and 
the “Explorer” satellite which actually 
circles the earth 15 times while the 
globe makes one complete revolution. 
The satellite motor bracket is adjustable 
so that different orbit positions cam 
be obtained. The complete motorized 
unit retails for $39.95 and it is recom 
mended, also, as an excellent attention- 
getter for dealer windows. Free with each globe is an authori- 
tative 32-page book entitled “The Story of Earth Satellites”. 
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nationally 


Making sales history everywhere.. 


YOU CAN COUNT ON IT 
FOR 


GIFT-SEASON 
PROFITS 


~ 
~ 
*. 
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O pieces ™. 
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\ 


‘ in notes and letters / 


9 


: NEW YORK SALESROOM 
W H i T E & WwW Y Cc K re) a F : : 30 Rockefeller Plaza 
WRITING PAPERS D4 CHICAGO SALESROOM 
: 1536 Merchandise Mart 


DISTINCTIVE 
HOLYOKE, MASSACHUSETTS 
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new Avery 


self-adhesive 


file folder labels 





faster+ neaters+ cleaner 


Why monkey around with old-fashioned 
stickers when these new Avery 
self-adhesive file folder labels 
turn the trick so handily? 
Easy to type in sheet form with 
margin and centering guides, 
these time-saving, color-coded 
Avery Labels cut clerical costs, 
are self-adhesive ... with 
nothing to wet or moisten... they 
go on at the touch of a paw... 
neatly, firmly, and swiftly. There’s 
a moral to this tale of the business 
jungle. If obsolete stickers have you 
up a tree, swing to Avery. Identifying 
file folders with the new Avery 
self-adhesive Labels is easy... 
like peeling a banana — in fact 
easier. Try ’em soon. 


available in 10 border colors 
plus plain white... 

248 labels per box —31 sheets 
of 8 labels each. 


/ 


7 


Rolls right on file tab without 
peeling or popping. 








free 


dealers: Stock up now 
on these NEW AVERY 
file folder labels. Call 
your wholesaler ToDAY ! 


R LH} Wy 





| AVERY ADHESIVE LABEL CORP., Dealer Div. 116 
117 Liberty St., New York 6 + 608 S. Dearborn St., Chicago 5 
Resales | 1616 So. California Ave., Monrovia, California 
| Offices in Other Principal Cities 
Please send more information and free samples of Avery 
| self-adhesive file folder labels. 
Discover their / | my name _ position 
utility and | 
economy yourself. | company i 
Just send this | 
coupon for your address 
free samples | san “ins 
today. = - ~- —— 
fee cee cee GS GD GED GERD GERD GEES GED GENE GED SED ENED ENED ED GED ED ED 
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Adding Machine 16 
i 


Olivetti’s new Electrosumma 
is described as a fast, light, compact 
adding-listing machine, with high 
capacity, direct subtraction, cred 
balance and a number of exclusive 
features such as a credit balanee 
indicator and an automatic date of 
code printer. The machine cycles 239 
times per minute, has 12-column entry and 13-column tot 
capacity and weighs 22 pounds. Double and triple zero 
speed the entry of ciphers. The Electrosumma sells for $345 
plus tax. 


Desk Trays V7 


Build-Up Desk Trays in three 
sizes which dealers can combine to 
meet any customer needs are the 
newest items announced by Lit- 
Ning Products Co. Heavy gauge 
steel trays are produced in legal, 
letter and note sizes, all with edges 
rolled for beauty and safety. Colors 





are desert tan, mist green, office 

green and grey. 

Electronic Desk 18 
oe New entry in the office furniture 
tT. field is the Mini-Line Electronic 





Desk, developed for executive and 
professional use by the MagneTec 
Corp. The medium priced desk, 
either modular L-shaped or standard 
style, features an electronic pedestal 
recorder, intercom, automatic electric 


for 
pencil sharpener and a control panel for the remote operation 


with space tape 


of lights, doors, signals and other equipment adaptable to 


remote actuation. Recessed outlets provide connections for add- 


ing machines, typewriters, calculators, desk lamps or other 
electric office equipment. 
Duplicators 19 


Two new Duplicarbo spirit dupli- 
cators by Du Prints, Inc., are facsim- 
iles of the firm’s more expensive 
models. They feature gravity fluid 
feed instead of a geared pumping 
system of fluid feed. The new hand 
model is $124.50 and the new elec- 
tric model is $259.50. Both models 
automatically feed sizes from 3 x 5 
to 9 x 14. 


Office Partitions 20 


The Mills Co., makers of movable 
walls, has announced design and 
production of a new concept in free 
standing modular partitions. The 
new series, called the ‘Mainlinet’, 
is the first of the firm’s products 
available for distribution through 
office equipment dealers. 

The “Mainliner’’ features com- 
plete interchangeability of sections 
and accessories, allowing easy tt 
routing of traffic or changing of floor plans. The only tool 
needed for assembly is a screwdriver. Panels are available i 
six decorator colors, four heights from 42 to 84 inches and any 
width from 12 to 66 inches (in 6-inch increments). 
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Now ... Choose from TWO Self-Serve Revolving 
Counter Displays of | 


EAGLE BRAND 


Typewriter Ribbons! 


EAGLE “SF BRAND 


Model #350 
Rack Holds Over 
18 ¥. Gross of Ribbons 
ite In 1 Sq. Ft. Area 


ronic 


Model # 100 
a Rack Holds Over 
Pick the rack that meets your needs... “a epg eet 


In 1 Sq. Ft. Area 


ectric 


- either one will increase 
:. e 100% SELF-SERVE your sales and profits! 


- MERCHANDISING PLAN In store after store, the Eagle Brand self-serve Standard Dis- 
play Rack No. 100 is revolutionizing typewriter ribbon sales 
19 e CREATES IMPULSE SALES and profits. Now, for those stores which prefer a smaller dis- 
play, we offer our Starter Rack, Model No. 350. It holds 6-8 
e EACH RIBBON dozen assorted ribbons—your investment is nominal. So pick 
VACU U M F ACKED the display that’s best for you. And remember, as your volume 
grows ...and it will... you can change to Standard Rack No. 
NO EXTRA COST 100 that will hold up to 16 dozen ribbons. Both displays oc- 
cupy only 1 sq. ft. of counter space! 
e 60 DIFFERENT Eagle Brand’s transparent vacuum packing keeps each rib- 
bon factory fresh . . . lets the customer see and select the cor- 
RIBBONS ON rect ribbon quickly and easily. The self-serve display rack 
JUST 12 SPOOLS promotes impulse buying . . . simplifies inventory control... 
assures faster turnover and increased sales with smaller in- 


e 2 COLORS vestment. 


Write today for full details on how you, too, can cash-in 


e SIMPLIFIED INVENTORY with Eagle Brand typewriter ribbons. 
CONTROL 


= _| EAGLE -: BRAND 


AMERICAN RIBBON AND CARBON CO., INC. VASUUS PASKES 


. Manufacturers Since 1898 TYPEWRITER RIBBONS 


ept. MS, Box 1212, Rochester 3, N.Y. 


@ Finest quality @ Alwaysfresh ¢@ Last longer 
@ Sharper writing © No extra cost 


RE 


- - = for more details circle 107 on last page 









Heres a tip 
from Flo-master 


_.. where ink is 
valve-controlled 










































MARK UP more profits with 
the fastest-selling, most complete 
line of all felt tip pens! 














Backed by heavy nation-wide con- 
sumer promotion, Flo-master is now 
available in three sizes to meet the 
demand of every customer, from 
artist to shipping clerk. Special-pur- 
pose felt tips are interchangeable ; 
instant-drying, waterproof inks in a 
variety of brilliant colors. 


ADVANCED FLO-MASTER 


Slender beauty of satin-chrome finish 
on drawn brass, delicately balanced 
with snap-on cap. Preferred by artists, 
school teachers, office workers. 


STANDARD FLO-MASTER 


“The Standard of All Industry.” Pre- 
cision-made of anodized aluminum for 
commercial and industrial use where 
rough handling is anticipated. 


KING SIZE FLO-MASTER 


Aluminum construction with greater 
ink capacity and felt tips up to 1 inch } 
wide. Exclusive airtight, dual-purpose “™ 
screw-down cap serves as permanently- 
secured receptacle. Designed for rug- 

ged, heavy-duty use at factory bench 

or shipping room table. 



























































CUSHMAN & DENISON | 


MANUFACTURING COMPANY 
Carlstadt, New Jersey 


Please forward Flo-master Catalog and 
discount sheets. 





NAME 





COMPANY. 





ADDRESS. 





ZONE_____ STATE 


L. QUALITY PRODUCTS FOR 75 YEARS! fT fT 
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Chalk and Cork Boards 


21 
Chalk boards and cork bulletin 
boards in aluminum frames haye 
been introduced in two sizes by 
Jacronda Manufacturing Co. Incud- 
ed with every chalk board are a box 
of chalk, eraser, full length tray and 
metal wall hangers. An 18” x 24” 
board of either type retails for $3, 
A 24” x 36” board is $5. The firm 
also offers a complete catalog of 
other types of boards. 


Washable Crayons 22 _ eS 
Washable, non-toxic crayons call- “+> 

ed Wisk Off have been developed by Bay aT, 

Advance Crayon & Color Corp. The ae, 

colors can be washed off washable n 

surfaces with a damp cloth and Xe 

laundered out of clothes. The crayons oy 

are available in all popular sized 

packs of 8-16-24-48’s retailing at 10, 

20, 29 and 69 cents. 









Phone Reminder 23 

Tele-Pad, a new roll-type phone 
reminder, clips onto a standard tele- 
phone and has cushioned feet to 
prevent table-top marring. Retail 
price is $1.79, says Pierce Metal 
Products, Inc. 

The writing area is standard 3” 
x 5” so that tabs can be torn off 
and put in a file box. All metal construction includes a pencil 
shelr. When the original 220-foot paper roll is gone, the unit re- 
fills with a standard 3" adding machine tape. 


ao 


/ 


/ 


Ribbon Display yr) 

A plywood display stand for Copi- 
Mate Clean-Change typewriter ribbons 
has been produced by Leedall Products 
Manufacturing Co. The rack contains a 
ribbon chart to help in selection of the 
right spool. It also serves as a cabinet 
for inventory stock. The display is given 
free with initial gross orders. 





25 


mimeo- 
graph utilizing paste ink and twin 


Mimeograph 


A new _hand-operated 
cylinders is being introduced by 
Bohn Duplicator Corp. to sell for 
$210. Called the BDC Rex Rotary 
M-4 H, it is designed like a print- 
ing press and provides leak-proof 
operation. Instead of the usual pet- 
forated drum with liquid ink, it has 
two cylinders and an oscillating ink roller. The new principle 
is said to eliminate clogged drums, messy ink pads, inking with 
a brush and fuzzy reproduction. Other features include three 
minute color change, automatic cut-off counter and three-way 
copy adjustment. 





(Continued on page 72) 
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[Epace's 


CELLOPHANE TAPE 


Boost Christmas Sales with... 


THE DIRECTOR 


e Kiln-fired glazed ceramic, each individually grained—no two sets alike 


e 2-color combinations: brown on white; black on white 


@ Set includes 4” x 800” Cellophane Tape and matching Ash Tray 


BEST KNOWN NAME [WV STICKY STUFF / 


TRADEMARK 


JEPAGE'S iw seunswicens. ove 












DON’T DO IT! 
You DONT HAVE T 


DON’T GIVE UP! Instead of batting your brains out trying to sell portfolios that look like cheap chain store 


goods or “bargain” domestic or imported merchandise, stock Angler’s — the low priced, quality Brief Cases that 


will sell like hot cakes! 
Years-ahead design, special automation equipment, 
produce Angler’s guaranteed, can’t rip construction. 


The very finest virgin Vinyl, double thickness, goes 





into Angler’s Brief Cases. We do not “skimp” or cut 


corners, such as faking an illusion of body or weight 





ANGLER’S ZIPPER CASE PORTFOLIOS 
Largest Selling Of Their Kind In The World 


NO. 70 LETTERHEAD SIZE 14” x 11” 
Dealers’ Net Price: $7.20 doz. (Wt. 6 Ibs.) 


NO. 71 LEGAL SIZE. 161." x 12”. 
Ideal for the many uses requiring larger sheet sizes. 
Dealers’ Net Price: $9.00 doz. (Wt. 7 Ibs.) 


NO. 77 JUMBO SIZE. BRAND NEW! 22” x 16”. 
For use by artists, draftsmen, executives, students, who need a 
portfolio of these dimensions and who haven't been able to find 
any except at very high prices. 
Dealers’ Net Price: $14.40 doz. (Wt. 12 Ibs.) 


GORGEOUS COLORS 
Seal Brown, Luggage Tan, Jet Black, Navy Blue, Flame Red, 
Hunter Green. Shipped Asst'd. Colors unless otherwise specified. 
EXTRA QUANTITY DISCOUNTS 


5% on 6 doz.; 10% on 12 doz. or more. (Applies to one size or 
combination of sizes.) 


CAN BE IMPRINTED 


Angler's Brief Case Portfolio is protected 
by Patent No. D-175,389. 











of materials, by using cardboard or substitutes instead 
of solid virgin Vinyl. 

So if you’ve had the COMPLAINTS and HEAD.- 
ACHES of RETURNS from your customers — DON’T 
GIVE UP. TRY US — you will be as proud to sell 


these goods as we are to make them. 





ANGLER’S EXPAND-A-LOPE 


2-inch Expansion — one piece construction 
We guarantee without reservation that the EXPAND-A-LOPE will 
amaze and delight you with its quality and appearance. 


SIZE: 154." x 11%” Legal size folder inserted. 

DEALERS’ NET PRICE: #73 With Handle — $21.60 per doz. 
Wt. 18 Ibs. 
#72 (No Handle) — $18.00 per doz. 
Wt. 16 Ibs. 


COLORS: Seal Brown, Jet Black, Luggage Tan. 
MATERIALS: Buffalo Grain 45 gauge virgin Vinyl. 


EXTRA QUANTITY DISCOUNTS: 5% on 6 doz.; 10% on 12 doz. 
(Applies to one size or combination of sizes.) 


Thru your Jobber — or write today 


LIne 


COMPANY 


= UN >, 
~~ 


45-22 162nd Street, Flushing 58, N. Y. 
Booth 167, NSOEA Convention, Chicago, Sept. 27-Oct. 1. 
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IMPRESSION PAPERS 
WAUSAU PAPER MILLS COMPANY, BROKAW, WISCONSIN 


Aitisow-of Fine Fapou- 
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So go to town 
with these new bo 


DAZOR LAMPS with Fiber Glass Diffusers | 



















acquisit 

Unq 

. ‘ big pre 

Suppose you light and display one or more of these new matched for sor 
Dazors where customers can examine the features close up. You'll intellig 
go a long way toward putting across a fast, successful selling story solutior 
—on latest lighting concepts, glare-free seeing comfort, distinctive made, t 
lamp styling. Broad, direct illumination is softened by a fiber glass ing an 
diffuser with an opening in the bottom which emits an undiffused the Ne 
light beam on the working surface. Each user controls light location Con: 
and intensity in Swing-Arm models by adjustment horizontally, stinate 
up or down or at an angle. tionery 
has do 

Safe, Air-Cooled Reflectors, Plus * 

Upper-Level Illumination ing sn 

feel th 

A perforated metal ventilator in the reflector top permits rising ait ing. 
—admitted through the opening in the shade—to carry bulb heat they d 
away for cooler lighting and safe handling. The perforations also one f 
release partial upward light which tends to minimize abrupt bright- get pe 
ness contrast, thereby reducing eye fatigue. All three functional before 
Dazors are available in the same decorator finishes. The buyer can Thi 
easily find a favored lamp for desk, credenza, L-unit or table, or for be cc 
a lamp-and-chair arrangement, using the floor model. For literature can, h 
and prices your Authorized Dazor Distributor is the one to call. impro 
If you wish his name, write to Dazor Manufacturing Corp., 4481-99 there 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalgamated more 
Electric Corporation Ltd., Toronto 6, Ontario. taken 
view 

Sta 

ONLY QUALITY FIXTURES COME FROM of fice 

THE MAKERS OF dustr 


Top of page, Desk and Table Model 2004; ness 
above, Table and Desk Model 2003 and 
Pedestal Model 2005. Standard finish is 9 TING LA publi 
frost-green baked enamel over bonderizing, A Zz re) k * LO A ast Ln to th 
combined with brass. Optional colors at no verti: 
extra charge: frost-tan, statuary-bronze, gray 


or ebony. Lamps with color-matching arms it tal 
are also available. FLUORESCENT and INCANDESCENT 


See ALL DAZOR MODELS in Booths 366-367, Beverly Room, 3rd Floor, at the NSOEA Convention 
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t's my guess that if all the dealers 

in our industry today were asked to 
cite their most trying operational prob- 
lem, the vast majority would name the 
acquisition of capable personnel. 

Unquestionably this is one of the 
big problems of the day. It has been 
for some years despite extensive and 
intelligent efforts to produce suitable 
solutions. Certainly progress has been 
made, but among most dealers the find- 
ing and hiring of good people still is 
the No. 1 problem. 

Consider for a minute what an ob- 
stinate problem it is. The National Sta- 
tionery and Office Equipment Assn. 
has done a grand job of spelling out 
the importance of pre-employment 
testing and of urging continuing train- 
ing activities. Yet many dealers don’t 
feel their hiring routine warrants test- 
ing. And training of the personnel 
they do hire is difficult because — as 
one retailer puts it — “you have to 
get people interested in being trained 
before you can train them.” 

This is not a problem that will ever 
be completely solved. The situation 
can, however, be improved. It has been 
improved by some dealers. I think 
there is another less direct, but perhaps 
more effective, action that needs to be 
taken. And, it’s pleasing to know the 
View is shared by others. 

Stated generally, the stationery and 
office equipment field needs an in- 
dustry-wide program of public busi- 
ness education. Some like to call it a 
public relations program. Others like 
to think of it as an institutional ad- 
Vertising program. But, whatever form 
it takes or whatever name it goes by, 
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In my Opinion 


A PROFITABLE CAMPAIGN 


it's a program important to our in- 
dustry today and one that needs the 
participation of everyone dealers 
and manufacturers alike. 

In support of this thinking, Walter 
J. Andrews, president of Andrews 
Office Supply Co. in Washington, D. 
C., recently told a MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER 
field editor: 

“I could stand on a corner and talk 
to 100 young men that go by, and not 
one of them would be able to tell me a 
single thing about the stationery busi- 
ness — whether it is lucrative, what 
it is, what it sells. Stationery still 
means boxed papers to most people. If 
the field has no appeal to the public, 
it is because the public is misinformed 
or uninformed about it. 

“What we have to do is tell the 
young people of America of the future 
that awaits them in the stationery field. 
With proper knowledge of the field 
and its place in our society, I think 
many more young people would join 
our ranks than do today. After all, it’s 
as interesting a business as any. There 
are never two days alike.” 

Telling the world about our industry 
is really not as great a problem as one 
might think. It takes only a little ef- 
fort from each of us, a lot of interest 
in our industry and a share of desire 
to improve our own business along 
with the industry as a whole. 


You can make opportunities to talk 
with high school classes, telling the 
industry’s story. (Many such oppor- 
tunities already exist.) The human in- 
terest and humor that appear almost 
daily in our business are elements that 
newspapers search for, and to the 
reader they spell an exciting and in- 
teresting business. Make the speeches 
and tell the incidents for publication. 

Then, most dealers today know the 
value of civic activities in making con- 
tacts and establishing favorable busi- 
ness relationships. Through your civic 
activities, though, do you spread the 
word about our industry? This is 
another easy place to help. 

Then, too, your local advertising 
can help. It takes almost insignificant 
space to insert a line in each ad that 
would provoke interest in the industry 
in general, the industry that serves all 
industry. If everyone did just this we'd 
have a powerfully influential campaign 
bolstering our industry. 

The latter suggestion has its appli- 
cation to manufacturers, of course. 
They can put our campaign on a 
broader basis with their national ad- 
vertising. Certainly better dealer per- 
sonnel, with the resultant better sales, 
are vital to the manufacturers also. 

So, why not join us in a campaign 
for better understanding of our in- 
dustry, a campaign for better business, 
better employees, better profits? 


Maceth? Shaved 


The Salesman 
Is King 
at Ivan Allen 
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Atlanta salesmen for Ivan Allen Co. make about 
3,000 calls a week, 52 weeks a year. By helping 
them manage their own sales and analyze their 
own performance, the firm keeps “sales man- 
agement” and “paper work” at a minimum 


Galesmen at Ivan Allen Co., Atlanta, work hard. They 
make 156,000 calls each year. 

That's a lot of calls. And since there are only eight 
selling hours in a day, every effort is made to relieve the men 
of burdensome paper work, conferences and sales meetings. 
They file a very brief daily call report, containing the 
number of calls made and the account called on and they 
write up their orders. That's all. The rest of their time is 
spent outside the office — selling. 

Bill Harris describes his job of sales manager as one of 
employee training and re-training. Though he does no 
actual selling, he is the man ultimately responsible for the 
sale of all products handled by the different divisions of 
the firm. He spends four days out of every five on the road 
with his men, observing them, helping them, teaching them 
and learning from them. 

Ivan Allen Co. employs 65 salesmen in Atlanta, 
Augusta, Gainesville, Macon and Rome (all in Georgia), 
and in Gadsden, Ala., Athens, Tenn., and Greenville, S. C. 
Forty of these salesmen work out of Atlanta. 
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“Take your hat off, brother, you're in the office of the greatest 
sales force in the commercial stationery business.” So reads 
a line across the top of this chalkboard tally in the Ivan Allen 
sales office. Carolyn Bazemore brings it up to date daily, listing 
each salesman's “number of calls yesterday,’ “total calls this 
month" and other data. 


Another bulletin board in the Ivan Allen sales office pictures lead- 
ers in the company's continuing sales contests. 
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In order to work with these men 
individually, Mr. Harris divides his 
work week into 10 periods, the morn- 
ing and afternoon of each day being 
considered separate periods. Two of 
these, Monday morning and afternoon, 
are spent in the office. The other eight 
periods are spent with the salesmen. 
He usually works with three or four 
men a week, spending one or two 
periods with each of them. By follow- 
ing this system, he can work with each 
of the salesmen at least once a year 
and with most of them several times a 
year. 

On the basis of what Mr. Harris 
observes on these calls, plus the daily 
reports of the men, a weekly sales 
report is developed. This report, 
although very simple and not at all 
time-consuming, is a complete analysis 
of the week’s sales activities. It con- 
tains every item of information that 
management at Ivan Allen Co. would 
normally require, with a summary of 
the activities of each salesman, a 
summary of Mr. Harris’ activities and 
a section in which the performance of 
each salesman can be rated. 


Since the salesmen spend less than 
two hours a day in the office, the firm 
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established several years ago a special 
“Mr. Amco” program to handle orders 
that come in over the phone. ‘Mr. 
Amco,” a fictitious character, was 
named through abbreviation of ‘Allen 
Marshall Co.,”” the original name 
of the firm. 

The program operates through the 
efforts of the salesmen, the switch- 
board operator and the phone order 
department. When a call comes in 
after a salesman has left the office, the 
switchboard operator says, “I'll let you 
talk to Mr. Amco,” and she transfers 
the call to the phone order department. 
“Mr. Amco” then is on the job 
filling the order, keeping the re- 
lationship with the customer on a 
personal basis and giving the salesman 
proper credit. 

The ‘Mr. Amco” program is strong- 
ly supported and Ivan Allen Co. feels 
that by handling phone orders and 
crediting them, the program  en- 
courages salesmen to stay on the road. 

Another tried and proven way in 
which Mr. Harris encourages sales- 
men to make as many calls as possible 
each day is to increase inter-office 
competition. The company has sales 
contests which culminate at the end of 
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Ivan Allen, Sr., veteran stationer, looks over 
an old Oliver typewriter which he sold 
al the turn of the century. 


Mrs. Peggy Baker, in charge of advertising 
and promotion, has the advantage of two- 
way communications with the sales force. 
They help with her planning and she keeps 
them informed of all promotion programs. 


Paper work for salesmen is held to a mini- 
mum so that they will be able to spend more 
time calling on customers. Their time in the 
office at the end of the day, as shown here, 
is spent writing orders. 








each month with selection of a “Man 
of the Month.” The ‘Man of the 
Month” is selected on a point system, 
which takes into consideration such 
things as cooperation on promotions, 
number of planned calls, budgeting of 
time, number of sales and dollar 
volume of sales. In order to help 
younger men compete with the estab- 
lished salesmen, more points are given 
for cooperation on promotion, number 
of planned calls and time budgeting 
than are given for the actual number 
of sales or dollar volume. 

A day by day tally maintained on a 
large blackboard in the sales office 
permits the men to keep track of their 
standings. The board indicates the 
number of calls made by each man 
the preceding day, his total number of 
calls so far in the current month, his 
total calls the preceding month, the 
total number of accounts called on and 
a rundown on the preceding month’s 
sales standings. 

This blackboard tally gets 100 per- 
cent “readership” and helps keep the 
men on their toes. 











Salesmen at Ivan Allen Co. also play 
an important role in planning the 
firm’s promotions. Since they must 
carry the load of sales activity, they 
are given a say in determining what 
materials the advertising and promo- 
tion department puts at their disposal. 

As a result, the advertising and 
promotion department, under the 
direction of Mrs. Peggy Baker, works 
very closely with the sales department 
at all stages of promotion planning. 

Mrs. Baker, who has been with the 
company for 10 years, is responsible 
for advertising all products handled by 
the firm. These fall under five cate- 
gories: furniture, stationery and sup- 
plies, filing supplies, machines, and 
architects and engineers supplies. 

Most of the firm’s advertising ap- 
pears in local newspapers, both in 
Atlanta and in the branch cities. In 
Atlanta papers alone, the store runs 
5,000 column inches of ads a year. 
The firm also does a lot of direct mail 
advertising, especially for specialized 
items such as engineers supplies or 
art supplies. 


John Marshall, left, 
the newest of 65 
Ivan Allen salesmen, 
gets a few pointers 
from John Carnes, 
sales force veteran. 


Mrs. Baker is also in charge of 
designing and organizing the firms 
four major catalogs, which she des 
cribes as the backbone of the promo. 
tional program. A new catalog for 
each of four divisions of the firm js 
issued every 18 months. These are dis. 
tributed primarily by the salesmen, 
rather than by mail. 

Since all promotion and adv ertising 
at Ivan Allen Co. is tailored to meet 
the requirements of the sales force, the 
salesmen are consulted by the various 
division managers, who in turn meet 
with Mrs. Baker and the officers of 
the company to tie all promotion and 
advertising into a uniform program, 

All of the company’s promotional 
activities are planned a year in advance 
and revised periodically, with Mrs. 
Baker working about 60 days ahead of 
schedule on finished plans. Each year 
the firm has a promotional kickoff 
meeting for salesmen and their wives. 

To keep salesmen reminded of cut- 
rent plans, the firm provides monthly 
desk charts, designed to fit over the 
blotter on each salesman’s desk. The 
chart shows what products are being 
advertised during the month, what pro- 
motional materials such as give-away 
items are available, what products will 
be on display in the firm's windows 
and what sort of sales meetings are 
planned. The chart also contains a sug- 
gestion box and an alibi corner. The 
salesman with the best “Why don't 
we...” suggestion each month wins 
$10. The best alibi, “I’m not doing my 
best because . . .,” wins $1. 

By allowing salesmen to play an 
important part in developing advettis- 
ing and promotion and by working 
with them on an individual basis, 
Ivan Allen Co. affirms the basic 
importance of the sales staff in its 
overall organization. 

“This is a sales organization,” Mr. 
Harris strongly emphasizes. “And in 
any sales organization, who plays the 
vital role? The sales manager? No. 
The advertising department? No. The 
president of the company? No. It's the 
salesman. He’s the number one maf 
around here, and he’s made Ivan Allen 
Co. one of the largest stationery 
and office equipment houses in 
America, God bless him.” 
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A single sheet flike this is filled in by 
Bill Harris, sales manager, to summarize 
each week's sales activity — which, on the 
average, involves about 3,000 calls on cus- 
tomers. There are columns for lisiing each 
man's total calls, sales, cal's with the sales 
manager, periods spent with the sales man- 
ager, accounts reviewed last week and this 
week, sickness or other absence and overall 
performance. 
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Salesmen are kept informed of promotion 
plans with monthly desk charts that show 
what's coming up in the way of sales meet- 
ings, newspaper ads, window displays and 
give-aways. The same chart contains space 
for salesmen's notes. 
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TO 
BETTER 
SELLING 


Take 70 or 80 successful stationers, a skillful 
moderator like Paul Burbank and mix well at 
a regional convention. What do you get? A 
formula, with many variations, for more profit- 


able sales management at the retail level 


— can management do to improve “the sellin 
quality of our industry?” 

The question was answered in detail during 1 
regional meetings of the National Stationery Yd 
Office Equipment Assn. (NSOEA). Paul Burbank, 
12-year general manager of NSOEA, gave some of the 
answers and he solicited other answers from s in 
a seminar-type program entitled, “Manage 
Profit’’. 

Four paths to better selli 
choosing the right salesmen, 
management and aiding sale 


and display. 


1. The Right Salesman 

“Everything in business is being speeded up 
except employment,” Mr. Burbank said in urging 
careful selection of salesmen. Scientific pre-employment 






were discussed — 
ing salesmen, sales 
n through advertising 
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Paul E. Burbank, former general manager of NSOEA 
now serves the group as a consultant, is known 
by almost every member of the Association because of 
frequent appearances like this throughout the countess 
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tes @ either those available through NSOEA or others, 
were recommended. “Knockout factors” which can rule 
out a job applicant without further testing or inter- 
views were cited as too frequent changes of address, un- 
explained gaps in the employment record, being in the 
process of divorce, too many debts to amortize or a 
recent failure in business, and the possibility of a big 
pay reduction. 

What did the dealers say? 

Those who use pre-employment testing find it 
worthwhile. When they ignore adverse test results, 
they usually have cause to regret it later, “Why spend 
two years discovering that a man won't work out,” they 
say, “when you can learn the same thing through 4 
battery of tests?” 

A number of dealers also use the tests as a guide 
in the correction of salesmen’s faults. A new man is 
tested after 30 days and retested after two years to 
determine how his attitudes and aptitudes have changed. 
Even veterans on the sales force are tested, by some, 
and shown the error of their ways with this scientific 


“third party’ approach. 
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2. Trained Salesmen 

“Other industries have done a better training job” 
than ours, Mr. Burbank said, and that may be because 
training a general line salesman is difficult in an in- 
dustry with such a variety of products. Product know- 
ledge is the big burden in this field, but there are other 
fundamental things like appearance. And there are 


Bhniqu h as opening a sales approach with a 
gimmick of me-on. “If I were training salesmen,” 
Mr. Burbank said, “I'd teach them to open every ap- 
proach with a piece of merchandise. We deal in such 
a variety of interg@gmme merchandise that we don’t have 
to waste time talk the weather.” 

What did the dealers say? 

One manager has new salesmen e street in 
three weeks with a limited part of the line. He brings 
them back into the store periodically for more training 
on other products. “The people with eno 
to be good salesmen,” he said, “won't wai 
through the warehouse, shipping room and street floor 
in a long, drawn out training program.” 

Where discounting is a problem, dealers were able 
to contribute a list of several dozen things a salesman 
can be taught to sell before selling price. These include 
quality, quantity, service, efficiency, delivery, endurance 
or lon' ye value, terms and pride of ownership. 
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3. Managed Salesmen 

“Even the best salesmen need control,’ Mr. Bur- 
bank pointed out. “They have to know what management 
wants in order to do a good job.” If there are sales 
meetings, he said, they should be conducted by someone 
in Management to give them direction and keep them 
from becoming superficial. If there are sales reports, be 
sure they are used and reviewed. If a product is picked 
as “promotion of the week”, be sure the salesmen know 
about it. Competition and prizes also were recommended. 
(Dr. Ralph Cies, another NSOEA headliner, told of 
the two-month sales contest for three teams which 
ended with a big feed — steak and champagne for the 
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winners, chicken and scotch for the second team, and 
meatballs and beer for the losing team.) 

What did the dealers say? 

The frequency of sales meetings varies widely. 
One dealer has a three-hour meeting every Monday 
evening. Another meets with outside salesmen for 
half an hour every morning over coffee and with floor 
personnel once a week. One has a weekly breakfast 
meeting. A number of dealers said they hold sales 
meetings on Saturday mornings. Assigning subjects for 
each meeting in advance was recommended. 

As for sales reports, one dealer has each man 
report daily, telling the number of planned calls, 
number of hours before customers, hours not before 
customers, number of customers to whom there was a 
giveaway, total number of calls made, number of 
sales made, dollar volume of sales for the day and the 
number of new accounts visited or contacted. 

Other information which dealers said they might 
want on a sales report included the name of any account 
that was dropped or lost, the names of buyers for a 
customer history, the number of followups on demon- 
strations, a word from each account on what they 
expect will be their “next major purchase’, and in 
some cases an inquiry about the source of the business, 
such as, ‘How did you happen to call us or come to us?” 


. Aided Salesmen 


Results of advertising and display are sometimes 
hard to evaluate, Mr. Burbank said, but the results are 
sure to be better if the sales force is kept informed of 
what’s being done. More than 50 percent of NSOEA’s 
dealer members are “going modern,” he said, with some 
form of self-service merchandising display for in-store 
selling. 

What did the dealers say? 

Television, direct mail and envelope advertising 
were among the media which dealers mentioned using 
with good results. 

In order to make sure his salesmen know what's 
being advertised, one dealer makes each man bring a 
copy of the latest newspaper ad to each Monday 
morning sales meeting. If a man shows up without 
the ad, he has to go find a copy. Another dealer keeps 
the home address of his staff members on the mailing 
list for direct mail promotion. Several others reported 
on their methods of correlating advertising, window dis- 
plays, in-store displays and selling. Marty dealers post 
copies of their ads on employee bulletin boards and 
“trust the employees will see them.” 

Most dealers agreed that something better than this 
“hit or miss’ method was needed. 









BUSINESS 
GIFTS 


a $2 Billion M 







Stimulating suggestions from a stationer can attract 
some of the holiday gift trade that consists largely of 


food and drink. Dr. 


Cross gives eye-opening facts 


and figures on this growing area of sales potential 


J lye year nearly 60 percent of the 
business firms in the United States 
will send Christmas gifts to customers 
of prospective customers. An even 
greater number — nearly 70 percent — 
of all United States business firms 
will give gifts to their employees at 
Christmas time. Of the gifts to em- 
ployees, some will be in the form of 
cash bonuses, but much of the total 
will consist of assorted items of mer- 
chandise. 

The business gift custom is one 
that has increased by leaps and bounds 
in the last two decades — the growth 
of the practice, like so many other 
adjustments in the business world, 
being largely due to the income tax 
situation. In 1958 it will produce a 
volume of sales totaling close to two 
billion dollars. Yet, because of the 
relative newness of business gifts on 
this scale, many retailers have not 
realized the full possibilities. 

The stationer is in an excellent posi- 
tion to get a substantial share of 
the total gift business in his com- 
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munity. Few other retail stores offer 
as many useful items which have gift 
potentials. Writing equipment has al- 
ways been popular among gift pur- 
chasers and certainly, in addition to 
such equipment, there are many other 
items which will lend themselves to 
the needs of the business giver. The 
stationer who sells frequent orders to 
business firms is in a position to make 
a try for the gift business of those 
firms. As the aggregate of total sales 
throughout the country indicates, the 
potential is enormous, and it is all 
“plus” business in that the sales of 
gift items are in addition to the sales 
of regular merchandise to a given 
company. 

From a review of the surveys which 
have been made regarding the gift 
business, one cannot fail to note several 
factors about it which indicate that the 
field has not yet been given the wide- 
spread consideration its potential 


deserves. First of all, it becomes ap- 
parent that holiday gift purchases, for 
the most part, are made just shortly 
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By Gordon &. Cross. Ph. OD, 


before Christmas, most of them as late 
as December. (Last year Monday, 
December 23, accounted for 6.5 pet 
cent of Christmas volume in the na- 
tion’s department and specialty stores. 
Runner-up was Saturday, December 
14, with 6.2 per cent of total Christ- 
mas volume.) Clearly the purchasers of 
these gifts are doing much of their 
buying at the last minute and on a 
quick decision basis. The merchant or 
salesman who can help the business 
man choose his gifts and offer him 
valuable suggestions should be able 
to nail down some of this business in 
September and October. 

Another fact revealed by the busi- 
ness gift studies is that a high per 
centage of all business gifts consists 
of liquor and food items. It may well 
be that this situation prevails because 
many of the donors have not been of- 
fered stimulating suggestions by met- 
chants dealing in other lines of goods. 
They may simply be turning to some 
obvious answer to their gift problem, 
such as a turkey or a bottle of Scotch, 
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at the last possible moment. The mere 
fact that a business man has given 
liquor or food in the past does not 
mean that he will insist upon doing 
the same again this year, if he is given 
an opportunity to make a different and 
appropriate selection. He may even 
feel that his presents are getting repeti- 
tively monotonous and welcome fresh 
ideas in gift suggestions. Here is a 
truly great opportunity for the sta- 
tioner to do some creative merchandis- 
ing. Although at the present time sta- 
tionery items rank well down among 
the “also-rans’’ in terms of their popu- 
larity as Christmas gifts, the reason 
cannot be that stationery merchandise 
is not suitable for distribution as busi- 
ness gifts. It is more likely due to a 
lack of imaginative and aggressive 
selling technique on the part of the 
stationers themselves. 

A third factor that stands out from 
the surveys is that business gifts are 
getting more lavish, more expensive 
with each passing year. The gifts have 
definitely passed beyond the knick- 





knack phase. Some companies give 
hams, turkeys, and boxes of fruit. 
Several small Florida fruit shippers 
devote their entire business to filling 
orders for business gifts. Appliances 
are also high in favor with the gift 
givers, the emphasis being upon 
blenders, mixers, radios, and_ hi-fi 
equipment. Not many stationery stores 
sell this kind of merchandise, but the 
use of it as gifts is mentioned here to 
show that there is considerable poten- 
tial for gifts which would represent 
important sales volume. In order to 
convert some of this business to sta- 
tionery sales, the stationer will have 
to put on a deliberate campaign to 
prove the greater desirability of his 
own stock in trade. 

Women are probably as tired of 
receiving perfume each year as the 
men are of getting successive bottles of 
liquor. The time is ripe for some new 
approach. 

The stationery business gift should 
be sold by use of the appeal that it is 
a lasting gift which will serve as a 





continuing reminder of the regard 
which the giver has for the recipient. 
Top-of-desk items are naturals for 
satisfying this requirement. Some of 
the more lavish gift givers may some- 
times even go so far as to send items 
of furniture to a few special customers. 

It may also be pointed out that the 
stationery item is superior to other 
kinds of merchandise in its adaptability 
to personalized treatment. Most men, 
and virtually all women, prefer such 
gifts to any other type. Brief cases, 
letter folders, desk sets, adult games, 
note pads, memorandum books and 
mechanical pencils all lend themselves 
to being readily personalized. But these 
are only examples, and the list can be 
made much longer. 

A smart stationery merchant might 
do well to prepare lists of suggested 
gifts well in advance of the selling 
season. (The National Stationery and 
Office Equipment Assn. lists 50 
suggestions in its Christmas direct mail 
piece for dealer members.) Certainly 
almost any stationery item is more per- 














Gifts for the “Executive” 











This page from the 1958 NSOEA Gift Catalog shows a few of the items which stationers can 


promote as business gifts. 


from NSOEA, 740 Investment Building, Washington 5, D. C. 
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Further information on the 12-page imprinted catalog is available 








sonal than a turkey or a bottle of wine, 
to mention two of the most popular 
gifts. However, part of the popularity 
of the last two items is that they may 
be purchased at the last moment. It is 
by stressing the desirability of personal- 
izing the gifts and by pointing out that 
it naturally takes time to get this job 
done that the stationer may convince 
business men that they should buy their 
gifts earlier. 

Another appeal of the stationery 
item is that of utility. Far too many 
gifts of all kinds fall into the ‘“‘useless”’ 
classification. For years the joke- 
writers and the cartoonists have been 
using the ultra-ridiculous gift as a 
subject for their most biting satire. 
Certainly no businessman wants to 
send a gift that will make him look 
ridiculous. Most of the items of mer- 
chandise in our stationery stores have a 
high degree of utility. They are manu- 
factured primarily to serve a useful 
purpose, and if they are also decorative, 
that fact only adds to their value as 
gifts. 

In stressing utility, there is no inten- 
tion here to indicate that a merely 
decorative gift is not also a desirable 
one. Those who receive business gifts 
usually work in offices of one sort or 
another. Most of them like to have a 
few items in their offices which are 
there simply to relieve the severity of 
the surroundings. In choosing a gift to 
promote for this purpose, the stationer 
must be certain that it is in good taste. 
It is important that it be not too 
extreme in its design. Since givers of 
business gifts usually desire to give the 
same items to all customers, extremes 
of all kinds are to be avoided. 

It is wise to remember that there is 
some element of luxury about most 
desirable gifts. The majority of people 
are pleased to receive something that 
is better than a similar item which they 
would have purchased for themselves. 
Liquor givers choose a bottle just a 
little bit better than the usual. The 
food giver searches for something that 
will suggest the receiver is a gourmet. 
Many stationers’ items have a distinc- 
tion that takes them out of the category 
of the ordinary. Size or quantity is not 
as important as quality and those little 
extra touches of refinement. 

Stationery stores are fascinating to 
many people as a place where they can 
see a variety of merchandise which they 
would like to have but which they may 
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never get around to buying for them- 
selves. 

By starting early enough, a stationer 
can take orders for the gifts before he 
purchases the merchandise. Such busi- 
ness is very helpful in increasing the 
over-all stock-turn performance of the 
merchant. 

Sales of business gifts will not be 
made in great numbers, but when they 
are made, they will usually be in 
multiple units of one item. One such 
sale to a satisfied customer may well 
result in repeat business in future years. 

It should be borne in mind that all 
business gift giving is not confined to 
Christmas. Companies also make 
presents to their employees for wed- 
dings, births, anniversaries, promo- 
tions, retirements, and other occasions. 
It has been estimated that giving for 
these reasons is one third as large in 
the aggregate as giving at Christmas 
time. These “‘special occasion’’ gifts 
tend to become standardized and there- 
fore a considerable amount of repeat 
business can be achieved once an initial 
order is secured. 

The question of promoting gift busi- 
ness raises several interesting possibili- 
ties. Those stores which have outside 
salesmen have a ready-made plan of 
promotion. Others may find it best to 
prepare a small mailing piece for pros- 
pective customers. A small display may 
be used effectively in the store. 

Buyers of large quantities will un- 
doubtedly expect some kind of price 
concession for making the multiple 
purchase. Perhaps the best way to avoid 
the great pressure on prices is to offer 
gifts so new and unusual that a price 
yardstick is not available. 

To many merchants, the business 
gift idea is so new that they have not 
given serious thought to exploiting it. 
It is hoped that the suggestions made 
in this article may lead some stationers 
to a recognition of the potential in this 
business and induce them to make an 
attempt to secure a portion of it for 
themselves. The prospects of financial 
reward are exceptionally good. The 
volume of such business is much 
greater than is generally realized. Even 
greater expansion is in sight. The mer- 
chandise of the stationer is exception- 
ally well suited to business gift use. 
Given such a combination of favorable 
factors, the creative merchant should be 
able to increase his share in the ever- 
growing market. 
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Edwin T. Texas 


Feigle, left, of 
receives the coveted Liston Jackson Trophy 
from Vern Booher of the Southern California 


OMDA, 


OMDA which had taken top membership 


honors for four previous years. 





Roger Vigeant, left, president of the Canadian 
Office Machine Dealers Assn., receives his 
group's charter as a full-fledged NOMDA 
affiliate from Harold Steinke. Miss Milwaukee 
of 1958, Carmen Shields, officially repre- 
sented the host city in the ceremony. 





Guiding Ladies of NOMDA in the coming 
year will be, left to right, Mrs. Thelma 
Swanger, Mrs. Marie White, Mrs. Ruth 
Teschion, Mrs. Vivian Roper and Mrs. Grace 
Van Dalfsen. 
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NOMDA officers for 1958-59 are, left to right, Edgar Noll, secretary; J. Dal Marvil, second 
vice president; Charles S. Meyers, president; Alfred H. Foxcroft, first vice president; Paul 
McWilliams, treasurer; and Harold Mann, who was named executive secretary for another three 


years. 


NOMDA 
Membership 
Reaches 2,180 


A milestone in paid memberships and a record high 
in registrations made news at this year’s National 
Office Machine Dealers convention in Milwaukee 


tional Office Machine Dealers Assn. 
“industry that serves all in- 
dustry” was warmly received by the 
City of Milwaukee, birthplace of the 
commercial typewriter. 


progress report showing a new 


‘high of 2,180 members and a The 
convention report of record registration 
totaling 1,054 were highlights of the 
1958 Convention-Exhibit of the Na- 


“Congratulations and good luck" from re- 
tiring NOMDA president 
(right) to the 
Meyers. 


Harold Steinke 
new president, Charles S. 
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Harold Mann, executive secretary of 
NOMDA, told the story of steady 
membership growth 1,065 paid 
members in 1955, 1,309 in 1956, 
1,757 in 1957 and 2,189 on July 2, 


1958, closing date of the annual 
meeting. 
Other headline attractions of the 


four-day meeting were the dozens of 
colorful exhibits, a well-attended series 
of panel discussions (reviewed else- 
where), an historic merger of 150 
Canadian dealers with NOMDA and a 
relaxing social program that included a 
picnic and songfest under a full moon. 

Harold Steinke, Upper Darby, Pa., 
passed the NOMDA president's gavel 
to Charles S. Meyers, Miami, Fla. Also 
elected were Alfred H. Foxcroft, Los 
Angeles, first vice president; J. Dal 
Marvil, Chicago, second vice presi- 
dent; Paul McWilliams, Little Rock, 
Ark., treasurer; and Edgar Noll, Phil- 
adelphia, secretary. 

In contrast to the gleaming merchan- 
dise on exhibit at the Schroeder Hotel 
was another exhibit at the Milwaukee 
Public Library several blocks away 
the world’s largest collection of antique 
typewriters. The collection, valued at 
more than $1 million, was started in 
1934 by the late Carl P. Dietz, former 
city alderman and former president of 
the Milwaukee Museum Board. It was 
in Milwaukee that the first commercial 
typewriter was invented by Chris- 
topher L. Sholes. A bronze plaque 
provided by NOMDA marks the 
shop in which Mr. Sholes did his 
work. 

Trophies, steins and plaques were 
awarded to a number of members for 
their efforts in the recent membership 
drive and for the excellence of their 
advertising programs. 

Top prize, the Liston Jackson 
Trophy for the local association with 
the best membership gain, was sorrow- 
fully surrendered by Vern Booher of 
Southern California to Edwin T. 
Feigle of the Texas OMDA. First 
prizes in the various divisions went to 
Southern California, New England and 
Oregon OMDAs. 

The Steinke Stein, a presentation by 
NOMDA President Harold Steinke, 
went to K. M. Ford of Boulder, Colo., 
for the best membership recruiting by 
a dealer outside of locals. Mr. Ford 
was driving force behind recent or- 
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ganization of a 41st local, the North- 
ern Colorado OMDA. 

Robert Picou, Maywood, Calif., was 
honored as the state chairman who 
was first to reach his membership 
quota. J. H. Lemmon of Houston was 
cited for enrolling more new members 
than any other member of a local as- 
sociation. Other individuals who won 
membership drive citations were Nor- 
bert Mayer, Los Angeles; James P. 
Ward, past president; Henry Van 
Dalfsen, Beverly Hills, Calif.; C. Le- 
Roy (Rocky) Jones, Sebring, Fla.; 
Paul McWilliams, Little Rock, Ark.; 
Russ Brown, Chicago; John Dwyer, 
Boston; Samuel Stein, New York City; 
and, in the ladies group, Mrs, June 
Webb, Inglewood, Calif. 





Awards to winners of NOMDA's 
advertising competition were presented 
by H. O. Schwichtenberg, Santa 
Monica, Calif., chairman of the judg- 
ing committee. First prize winners were 
Roy Kennedy, Kennedy Business Ma- 
chines, San Jose, Calif., in the dis- 
play advertising section; D. L. Keeney, 
Jr., Dallas, Tex., in the direct mail 
section; and Curtis Benner of Rex 
Business Machines, Indianapolis, in the 
sales promotion division. A complete 
display of the winning entries was on 
exhibit near the registration desk. 

Roger Vigeant of Montreal, Canad- 
ian OMDA president represented his 
countrymen in the ceremony that united 
the Canadian group with NOMDA. 
He received a charter and a silk 


Canadian flag from Mr. Steinke. The 
flag will have a place in NOMDA’s 
headquarters office. Mr. Vigcant in. 
vited members of a Canadian meeting 
in Quebec Oct. 9-11 and expressed g 
hope that NOMDA itself may some 
day meet in Canada. 

Ladies of NOMDA selected their 
own officers for the coming year, Mrs, 
Mario (Ruth) Teschion, St. Paul, 
Minn., succeeds Mrs. Edward Pfitzep- 
maier of Ardmore, Pa., as president, 
Other new officers are Mrs. Marie 
White, Texarkana, first vice president; 
Mrs. Vivian Roper, Seattle, second 
vice president; Mrs. Grace Van Dalf- 
sen, Beverly Hills, third vice president; 
and Mrs. Thelma Swanger, Detroit, 
secretary-treasurer. 
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NOMDA Panels AnswerDe: 


COST OF DOING BUSINESS 





Daul McWilliams, Capital Type- 

writer Co., Little Rock, Ark., was 

the individual star of the NOMDA 

panel programs with a two and one- 

half hour, give and take session on the 
“cost of doing business.” 

He presented results of a three-state 
survey of dealers and came up with 
suggested schedules of expense dis- 
tribution and suggested budgets for 
outside and inside selling departments, 
service departments, rental departments 
and supply departments. 

His case history breakdowns gave 
percentage and dollar figures for 


salaries, stock, occupancy expense, 
delivery costs, advertising, express, 
sundry expense and depreciation. 


Salary figures were farther broken 
down into seven categories. 

Results of the survey were recom- 
mended by Mr. McWilliams to any 
dealer as an operating guide, not as an 
absolute formula for success. 

A 10-page mimeographed summary, 
distributed prior to the program, con- 
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tained a blank profit and loss state- 
ment form which dealers could use to 
keep their own monthly record of 
operating expenses. 

“An accountant could supply you 
these figures for $25 or $30 a month,” 
Mr. McWilliams told the assembled 
dealers, “and it would be the best 
money you ever spent in finding out 
where your business stands.” 

A lively series of questions and 
answers pointed to some of the prob- 
lems that would be solved by accurate 
cost accounting such as was described. 
Is it profitable for servicemen to do 
work on the sales floor? Am I losing 
money by installing ribbons ‘‘at cost’’ ? 
What minimum charge do I need on 
rentals to cover delivery and condition- 
ing expenses? Is it profitable to have 
a $2-an-hour serviceman spend his 
time washing machines? Do I lose 
money by giving an estimate on repair 
jobs before a serviceman looks over the 
machines ? 

On the service side, several dealers 
mentioned that it is easier to charge a 
realistic hourly rate since TV repair- 
men entered the picture. 
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ned by five years,” said A. D. Ben- 
nett of the U. S. Leasing Corp., 
“there will be more leases than con- 
ditional sales contracts of business 
equipment.” He listed three ways in 
which a business can get the use of 
needed equipment — cash purchase, 
conditional sales contract, or leasing. 
The last of these is winning ever 
greater public acceptance, he said, be- 
cause of our present tax structure. 
Besides conserving capital, the lease 
offers a measurable tax saving for 
corporations making $25,000 or more 
and paying 52 percent federal income 
tax, Mr. Bennett said. True lease pay- 
ments are chargeable as a direct op- 
erating expense and therefore are met 
out of earnings before taxes. The man 
who pays cash for equipment or buys 
it on a conditional sales contract has 
to use the 48-cent dollars that are 
left after taxes. Value received by the 
consumer is the same under either plan 
— unrestricted use of a capital asset. 
The lease plan was described as 4 
powerful new sales tool for dealers, 
one which offers them a 100-percent 
cash settlement in any substantial trans 
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Appointees to the executive com- 
mittee to serve with the 1958-59 
officers are Russ Brown, Evanston, 
[l.; Edwin T. Feigle, Houston; Robert 
Randazzo, Kansas City, Mo.; Joe 
Rubin, Montreal; and Harold Steinke, 
retiring president. 

The 1959 convention will be held 
June 21 to 24 at the Netherland- 
Hilton Hotel, Cincinnati, Ohio. 

One hundred and five directors will 
guide the affairs of NOMDA during 
the coming year. Eighty were elected 
from the various local associations 
and three from areas where no locals 
exist. In addition, there are 17 past 
presidents who take an active part in 
board work. The five elective officers 
are ex-officio members of the board. 
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Individuals received a number of membership drive awards. Left to right are Norbert Mayer, 
Los Angeles, top recruiter among manufacturers’ reps.; President Harold Steinke; James P. 
Ward of Chicago, past president who signed the most new members; Rocky Jones of Sebring, 
Fla., with a plaque for third place among area chairmen and a stein as runnerup to K. M. 
Ford, extreme right. Mr. Ford of Boulder, Colo., won the Steinke Stein as the member outside 


of a local who signed the most members. 











action with a customer of proper 
credit standing. 


SALESMANSHIP 


AND MERCHANDISING 





( ffice machines are worth about 
~ $20 to $30 a pound, if you figure 
it out, said William Leahy, Victor 
Adding Machine Co., who served as 
moderator of the first panel in 
NOMDA history put on by the manu- 
facturers’ division. At this rate, he 
told the dealers, “you are dealing in 
semi-precious metals.” 

Milton L. Watson, Smith-Corona, 
Inc., gave tips for better selling in- 
side the store. “Put a smile on the 
face of your business,” he suggested in 
pointing out that merchandising with- 
in the store means using all forms of 
advertising, including attractive win- 
dow displays. He also urged dealers 
to help erase the stigma of buying on 
time by putting prospects at ease with 
a statement to the effect that many 
machines are sold on the installment 
plan. Improved methods of in-store 
selling will benefit the dealer in 
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erDealer Questions 


another way, Mr. Watson said, by 
keeping the climate right for customers 
to return for service work. 

Selling outside the store was dis- 
cussed by Dick Maurer, manager of 
dealer sales for Burroughs Corp. He 
made it clear that a large portion of 
the prospective market will never come 
to the dealer, In reaching this part of 
the market, he said, manpower is the 
magic multiplier. So many calls, so 
many demonstrations and so many 
quotations, he said, will usually equal 
so much business. 

Tools to help salesmen make the 
most of their 180 minutes a day before 
prospects were described by George D. 
Scheel, National Cash Register Co. 
Visual aids, installation pictures and 
testimonial letters were recommended 
as useful in demonstrating merchandise 
and closing sales, Other tools for use 
in managing salesmen were mentioned, 
such as morning or weekly sales meet- 
ings, “blackboard’’ competition and 
contests or quickie programs of “things 
to do today.” 

Kent A. Clark, manager of field 
sales for the Royal-McBee appliance 
division, closed the panel with advice 
for making better use of working 
capital. 


ELECTRIC TYPEWRITERS 





“harles S. Meyers, leading the dis- 

“cussion on electric typewriters, 
passed on the estimate that “in two 
years electrics will constitute more than 
50 percent of office typewriter pro- 
duction.”’ 

Mr. Meyers said the electric type- 
writer has been a lifesaver for many 
dealers, but a show of hands indicated 
that only a few of the dealers present 
did more than 20 percent of their unit 
volume in electric machines. Almost 
four out of every five dealers at the 
session indicated they sell new electric 
office typewriters and most of these 
also rent electric typewriters. 

The discussion was divided into 
three areas — sales, rentals and service. 
Rental users of electric machines were 
described as the best prospects for 
sales. Most dealers charge more per 
hour for service on electric machines 
than for work on standard typewriters. 
In order to cut down the number of 
service calls, a number of dealers said 
they send an instruction manual with 
each machine that is rented. Others 
strongly recommended sending a good 
serviceman to make routine inspections 
on service contracts in order to catch 
trouble before it’s serious. 





































— 
an 
wee 


A. D. Bennett gives facts and figures on the Mr. and Mrs. Charles R. Chappell, Peter-Paul Harold Mann, executive director of NOMDA, 
advantages of a lease plan during one of Mechanical Service, Pittsburgh, Pa., look over turned maestro for a songfest under the 
four enlightening panels. “idea board" display of advertising contest stars. 

entries. 







NOMDA -- 1958 
An Album 
of Memories 





President Steinke presents gift to Mrs. June 
Webb for making best showing among the 
ladies in the membership contest. Henry 
Van Dalfsen, left, holds a plaque won as the 
regional governor (California) with the best 
record, while Dal Marvil, right, accepts the 
Ames Supply Co. award for the manu- 
facturer signing the most new members. 


The fifth floor exhibit area of the Schroeder Kent Clark of Royal-McBee's appliance divi- 


Hotel was a busy place all of the first day sion was the final panelist at the salesman- 
and the following three mornings. ship and merchandising session. 
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First prize winner in the direct mail division 
of NOMDA's advertising contest, D. L. 
Keeney, Jr., center, receives a plaque from 
H. ©. Schwichtenberg, chairman of the 
judging committee. At right is J. E. Gillies 
of Hawthorne, Calif., winner of a special 
citation. 
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Poul McWilliams and his discussion on the 
“Cost of Doing Business” held dealers’ in- 
terest so well that the program didn't end 
until the hotel staff asked to clear the room 
in preparation for an evening banquet. 


band and other Milwaukee 
the Hubbard 


This German 
specialties were featured at 


Park outing for NOMDA members. 





B. W. Kong, new NOMDA member from 
Seoul, Korea, found the display of antique 
typewriters interesting. 
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Two new presidents, Charles Meyers of 
NOMDA and Mrs, Ruth Teschion, Ladies of 
NOMDA. 
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Mrs. Vivian Roper, left, of Seattle, Wash., 
was telling Ladies of NOMDA about advertis- 
ing gimmicks used at Roper Office Machines 
Co. when this picture was snapped at the 
opening panel for ladies. 


President Steinke joins buffet-style lunch line 
at the NOMDA picnic. 


1958 


Roger Vigeant, president of Canadian OMDA, 
cemented the merger of U. S. and Canadian 
office machine dealers with his rendition of 
“Alouette’’ during the NOMDA songfest. 

























Earl Forcey, left, of Bud's Typewriter Service, 
Tokoma Park, Md., was guided through a 
million-dollar display of antique typewriters 
at the Milwaukee Library by George Herrl, 
assistant curator, who arranged the showing 
in conjunction with the NOMDA convention. 
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Package 
Promotion Cures 
Seasonal Slump 


A four-piece office, priced and sold as a package, was so well 


received by the buying public that a Nashville dealer plans another 


promotion of the same type. Since the original ad was 


run last spring, more than a hun- 


dred “‘packages”’ have been sold 


Charles Lepley 
Office Equipment Division 
Cutters Exchange 


d pony has been much said in favor 
of “‘selling the package’ in the 
field of executive office furniture — 
meaning everything from the blotter 
on the desk to the drapery on the wall. 
A dealer in Tennessee has used the 
“package sale’’ with general office fur- 
niture in a promotion that exceeded all 
expectations in the sales it produced. 

The Office Equipment Division of 
Cutters Exchange in Nashville sold 36- 
four-piece ‘packages’ of metal office 
furniture, in a two-week period last 
spring. And the promotion continued 
to pay off after the initial rush of 
orders. Charles Lepley, sales manager, 
tells how it was done. 

“March, April and September were 


40 


our slowest months of the year,” he ex- 
plains, ‘‘and this year we wanted to do 
something special to counteract the 
spring slump. 

“We decided to put together a set of 
metal office furniture that we could ad- 


vertise and sell to small business 
people, professional men and traveling 
men for less than $200.” 

In his four-piece set, Mr. Lepley in- 
cluded a 60 by 30 metal desk with a 
list price of $119.75, a $49.95 ex- 
ecutive swivel chair, a $29.95 four- 
drawer non-suspension file and a 
$21.95 side chair. Retail price of these 
items bought individually would be 
$218.40. 

The package price during the pro- 





motion was $199.95. And that’s the 
way it was advertised in a six-column, 
12-inch deep color ad in the morning 
and evening Tennessean and Banner, 
The newspaper's art department drew 
up the ad and Mr. Lepley saved the art 
work for later use on the cover of a 32. 
page direct mail piece. 

The big color ad to kick off the 
campaign ran on March 11, a Tuesday, 
says Mr. Lepley, “in order to take ad. 
vantage of the better position available 
in a small paper.’ A week later the 
same ad was reproduced in black and 
white and run in a three-column, six. 
inch space. Copies of the color ad were 
placed on the door of the store and in 
the main traffic display window where 
one of the metal furniture sets was 
shown. 

The results? 

“Extremely successful,” says Mr. 
Lepley. 

“By March 27 when I left for the 
furniture show (NOFA) in Philadel- 
phia, we had sold 36 sets, plus two 
dozen files and other individual pieces, 
as a result of the promotion. By sum- 
mer, after the mailing piece had gone 
out, the total number of sets sold ran 
well into its second hundred. 

“The beauty of it all was that people 
recognized it as a good buy and accept- 
ed our firm price of $199.95. There 
was no haggling, not even a discount 
for the buyer of two sets. 

“Many purchasers asked to substitute 
a $60 or $70 suspension file for the 
one we advertised. We did this and 
gave them credit for the full list price 
of $29.95 on the cheaper file. 

“We had no trouble getting rid of 
the non-suspension files in separate 
sales, many of them to one-man of- 
fices. A phone call from 50 miles away 
brought an order for seven of them. 
We got a shipment of 50 files March 
1 and had to reorder March 17. 

“Most of the sets were sold one to 
a buyer, but several customers took 
more than one set. The promotion 
produced sales from as far away 4s 
Kentucky, Iowa, Indiana and Florida, 
as well as from our immediate trade 
area around Nashville. The mailing 
piece also brought excellent response 
for our Atlanta branch.” 
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Cutters Exchange does an interna- 
tional business in textile machinery, but 
has been in the office furniture busi- 
ness in a big way for only a decade. 
Now it does an annual volume of three 
quarters of a million dollars in its 
Office Equipment Division, built up 
largely since 1948 when the first dis- 
play for retail sale of furniture was set 


up. 
Me. Lepley has been with the firm 
12 years. In his division, he has the 
help of four outside salesmen, a floor 
man and occasional help from A. J. 
Rebrovick, president, and G. O. 
Sledge, Jr., vice president. 

The spring promotion was so suc- 
cessful that Mr. Lepley tentatively 


This six-column color ad in Nashville news- 
papers started the promotion last March. 
Artwork for the newspaper ad was used 
later on the cover of a direct mail piece 
to promote the same four-piece set. 


plans to try something similar this 
September, the other slow month. 
This time he would like to build his 
“package’’ with wood furniture. It 
would include a low-priced, fairly 
modern wood desk, a swivel chair, side 
chair and — instead of the file — 
possibly a leather desk set. 

With this combination, he hopes to 
keep the price under $200 again. 

After his spring experience, Mr. 
Lepley is sure of one thing — there’s 
a good market for the “small package’ 
of office furniture along every main 
street and side street of his area, even 
in the homes of many salesmen and 
self-employed persons. 
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CUTTERS 4 PIECE OFFICE SAVES DOLLARS 


A complete four picce aftice consisting of 0°30" Sicel Execute Desk 
with fimelcum twp. adjustable height gisdes, full suspcnmen file drawer, 
ball bearmg retlers im all drawers. 

Reccutive swivel chair--wide range of upholstery colors im U.S. Reb- 
her Co. naugabyde. Matching steel frame. 

Side chair m matching or contrasting uphoistery with rubber cushion 
tides. Steel frashe. 

Surrdy 4 drawer steel letter size filing cabinet with roller bearings in 
cach drawer 


Cutters 


-AND HOURS 


PRICED SEPARATELY 
DESK .. 


$t 


SWIVEL CHAIR... 
$49.95 
SIDE CHAIR... 
S295 
FILE CABINET . . 
323.95 


9.75 


901 DEMONSREUN ST 


PHONE AL 5-566) 
FREE PARK ING 


PRICES ARE BORN HERE...RAISED ELSEWHERE ortw serurvars 


CUTTERS 4-PIECE OFFICE 


SAVES DOLLARS AND HOURS 


£.0. 8. MASMVILLE OR ATLANTA 
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$199 
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Toys Add Profit 
School Supply Line 


to 


A big market for educational toys is one effect of 
the post-war baby boom. This firm has found toys 
a big help in expanding its school supply business 
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r I oys have earned a permanent place 

in the school supply line at Bar- 
deen’s Inc., Syracuse, N. Y. That's 
why one of the largest stationery and 
school supply houses in upstate New 
York is also one of the area's largest 
distributors of toys. 

Founded in 1874 by a local pub- 
lisher and educator, the firm func- 
tioned primarily as a school supply 
house for many years. Some years 
later, it stepped into the commer- 
cial stationery business. And later 
came toys. 

According to H. F. Martin, presi- 
dent of Bardeen’s since 1923, the 


firm’s toy department has fitted in 
well and has played an important 
part in recent expansion of the 
school supply business. 


“Toys today are one of the most 
important items handled by our 
school supply department,” he ex- 
plains, “Whereas at one time toys 
were for home consumption only, 
they have come to be used increas- 
ingly in schools, kindergartens and 
nurseries. Although our toy _busi- 
ness was at first primarily a retail 
one, and still is, an increasing per- 
centage of it is being sold through 
our school supply department.” 

Bardeen’s sold its first toys in a 
small retail store downtown, which it 
no longer maintains. This was in the 
early 1930's. The toy business now is 
conducted from its main office just off 
the center of Syracuse. A large part 
of the main floor display area is de- 
voted to toys. 





The 


Mr. Martin says the toy lines that 
are most popular with schools consist 
of a general range of wheel goods, 
games, blocks, art supplies and general 
education toys. These are the items 
that make up the bulk of the school 
supply department's toy sales. Other 
items sold to schools from time to time 
include velocipedes, swings, teeter tot- 
ters and playground equipment. 

“We don’t sell as many teeter totters 
as desks,’ Mr. Martin observes, “but 
we do a respectable business in them, 
both with schools and consumers, Of 
course, not all of the toys we cary 
are ‘approved’ by the schools. If you 
look closely, you'll find we also stock 
holster sets and burp guns because 
there is a consumer demand for these 
things.” 











P. F. 
and 
Inc., 
line 
catale 
Bardeen'’s has found toys like these are popular items in kindergartens, nur- 
series and primary grades. The toy line ties in well with school supplies. _ 
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Toy department buyer and manager 
it Bardeen’s is P. F. Wright. He buys 
ill of the firm’s toys with the retail 
gore in mind; the firm buys none for 
the school supply department itseif. 
According to Mr. Wright, buying toys 
with the retail store in mind enables 
the firm to buy in large quantities 
for a large turnover. If it were not 
for the retail business, the firm's 
shool toy lines would have to be 
much more limited. 

The big season for school business, 


P. F. Wright, left, toy department supervisor. 
and H. F. Martin, president of Bardeen's, 
Inc, Syracuse, N. Y., describe an extensive 
line of toys in their new school supply 
catalog. 





including toys, is in June, July and 
August. There is no conflict with the 
retail toy peak, in October, November 


and December. The slowest months 
are between January and June. Even 
then business is good because, while 
most schools like to buy supplies in 
one big order once a year, this does 
not hold true for their toy needs. 

Messrs. Martin and Wright have 
found that most toy manufacturers 
are highly conscious of the school 
market. Many of them provide toys 
that are designed primarily for school 
use, and only secondarily for retail 
distribution. 





each year. 





MEMO to School Suppliers 


@ Total U. S. population is 172 million. 
@ U. S. population under 18 is about 60 million. 
@ More than 31/, million U. S. 


@ Your share of this market? 


children reach school age 





MODERN STATIONER, SEPTEMBER, 1958 





Teachers often browse 
through the Bardeen dis- 
play of educational toys 
and activity books. 


Bardeen’s school supply salesmen 
do not concentrate on the toy lines. 
The “bread and butter” of their sales 
are the purely school supply and equip- 
ment items. Toys are not pushed — 
they don't have to be. They are in the 
chool supply catalog and they pretty 
much sell themselves. 

“Toys do not and never will ac- 
count for more than a small percent- 
age of our over-all school sales,” Mr. 
Martin points out. “However, toys 
are more important to us than their 
sales volume might indicate. There 
is a good profit in toy items and 
the markup is seldom trimmed.” 

One problem with the toy business 
is that most manufacturers change 
their lines each year and it’s difficult 
to keep a catalog current. 

“I firmly believe that toys are a 
permanent part of our school line,” 
Mr. Martin says. “Certainly, our 
volume has increased greatly during 
the years we have been selling toys 
to schools. Toys seem to be a per- 
manent part of our primary education 
scheme. Since there are more children 
being educated today than at any 
time in our history, the future of 
this market seems to be very secure.” 









Bennett Cerf, Mike Wallace 
On NSOEA Speaker List 
For Fall Convention 

Speakers have been announced for the 
two-day business program which will wind 
up the 1958 Convention-Exhibit of the 
National Stationery and Office Equipment 
Assn. at Chicago. 

The business program will be held Sept 
30 and Oct. 1, following three full days 
of departmentalized exhibits under the new 
NSOEA plan to separate the two parts of 
the big fall meeting. 

Three divisional meetings for distribu- 
tors, manufacturers and travelers will 
open the business program on the morning 
of Tuesday, Sept. 30. Luncheon speaker 
that day will be Bennett Cerf, publisher, 
humorist and TV panelist. His topic will 
be “Changing Styles in American Humor.” 
The same day will bring a report by Wil- 
liam R. Diehl, Jr., NSOEA president; a 
talk by economist Charles T. Broderick on 
“The Business Outlook”; and a discus- 
sion of “Applied Psychology in Business” 
by Dr. Bertrand Klass. 

The final day of business sessions, Oct. 
1, will begin with an interview of an 
industry figure by Mike Wallace of TV 
fame. Research findings will be presented 
by a panel consisting of Edwin H. Mosler, 
NSOEA vice president, Ralph D. Cies, 
research consultant, and Paul Burbank, 
NSOEA consultant. Details of a new sales 
management training program developed by 
NSOEA will be announced for the first 
time. Wednesday speakers will include Dr. 
George D. Heaton and Arthur H. (Red) 
Motley. 

During the first three days of the 
convention, Sept. 27-29, 450 exhibitors will 
display their wares in the world’s largest 
“show case” of stationery and office equip- 
ment. Stationery and office supplies will 
be shown in one section of Chicago’s Con- 
rad Hilton Hotel, office machines in 
another, and office furniture in a third 
area to assist buyers in covering the 
specific departments in which they are 
primarily interested. 


Final NSOEA Regional 
Held at Manchester, Vt. 

New governor of Region One in the Na- 
tional Stationery & Office Equipment Assn. 
is William G. Pape, Adkins Printing Co., 
New Britain, Conn. Mr. Pape was elected 
to succeed Robert I. Slate at a regional 
meeting held late in June at Equinox 
House, Manchester, Vt. 

It was the final spring meeting in a 
series of 14 conducted throughout the 
country. 
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Charles G. Stott & Co., local agents for Seripto, Inc., in Washington, D. C., 
submitted the successful bid to the Post Office Department for half a million 
plastic ball pen refill cartridges. 


*% Be 


Three school teachers are on a 42-day aerial swing of the nation, promoting 
Paper Mate pens among the millions of students who will answer the school 
bell this September. In TV and radio shows they will discuss the history of 
writing and the ease of writing with ink. 


* * * * 


GARRETT ROBERTS, president of Weldon Roberts Rubber Co., who had spent 
all of his adult life in the eraser aand abrasive business founded by his father. 
died July 23 at his home in Upper Montclair, N. J. He was 59. Other recent 
deaths were those of Epwarp F. Doo.ey, vice president of Wilson Jones Co., 
stationed in New York City and a lifelong worker in the stationery industry; 
WILLIAM VINCENT, sales representative of the Dennison Manufacturing Co., in 
the Middle West for 36 years; and FRANK W. WOLSTENCROFT, director of ad- 
vertising for Esterbrook Pen Co. since 1934. 

The National Stationery and Office Equipment Assn. has offered its mem- 
bers a new service. The Association has compiled a list of almost 700 dealers 
who have built, modernized or redecorated their stores in recent years. Members 
who are considering such action may use the list or parts of it to see what others 
have done. 


* * * * 


Unit sales of mechanical handwriting instruments by United States manu- 
facturers registered a gain of approximately 10 percent in 1957 as compared with 
1956, while dollar value of the instruments sold remained unchanged. The 
Fountain Pen and Mechanical Pencil Manufacturers’ Assn. says unit sales totaled 
412 million last year and 376 million in 1956. Highlight of the statistical report 
was a sharp sales gain registered by ball point pens, from 265,875,544 in 1956 to 
300,532,789 in 1957. Unit sales of mechanical pencils were also up, while fountain 
pen sales showed a slight decline. 


* * * * 


The Texas Travelers Club, headed by H. DoyLeE May in NSOEA’s District 
9, will hold its first Sales Rally for dealers and dealer personnel on Saturday, 
Sept. 6, at the Statler-Hilton Hotel in Dallas. One of the main speakers will be 
CHARLES M. MORTENSEN, new general manager of NSOEA. 


* * * + 


A Central Wisconsin OMDA is the 43rd local to be granted a charter by the 
National Office Machine Dealers Assn. Officers of the new group are L. C. 
JENSEN, president; JOHN J. DusKEy, vice president; and KEN JENSEN of Wausau, 
secretary-treasurer. 


* * * * 


Rand McNally & Co., well known mapper of the earth's surface, has an- 
nounced publication of a map of the moon, named all important craters, mountains, 
oceans and valleys on the areas of the moon which are visible from earth. If the 
United States fires a rocket to the moon this summer and hits the target, it will 
be possible to trace the point of impact on the new map. 


* * * * 


C. E. Cook has been named to succeed T. E. LENGNICK as president of the 
Arkansas Stationery & Furniture Co., Little Rock, Ark. Mr. Lengnick, who is 
retiring, volunteered to serve as a full time consultant until September 15. 
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BEFORE: 
Record Stationery & Office Supply 
Renton, Washington, had a 

cluttered, crowded appearance. 


AFTER: 
What a difference Bulman makes! 

Now Record’s offers a pleasant, efficient 
store customers enjoy shopping in. 





ig 
of 


_ 
OEP OIL OOD 


What a difference Bulwan makes! 


DRAWS CUSTOMERS 


' “Since our recent modernization we are enjoying more 

: business than ever before. Customers entering our store 
have the impression that we have added several new de- Bulman 
partments when,the truth is,we added only one, a book GO 


department. We are finally getting the full potential from 
our store with Bulman,”’ Charles A. Record said. and GO 





e 

: MAKES STORE EASIER TO OPERATE ; . 

: } . ie Sales increase an average of 32.7% 
Bulman steel equipment increased Record’s displays of nationally in Bulman Engineered and 
merchandise by 200%. Bulman efficiency permits the store’s Equipped stores. 
same personnel to handle the increased merchandise dis- 

I play and volume. New steel shelves adapt to level or sloped 

5, position to display all types of merchandise better. 

e 

' INCREASES SALES Bul RPORATION 
Record stated, ‘Sales in our religious department increased THE Uu man CO 
150% since our modernization. Sales in ether departments Grand Rapids 2, Michigan 

e increased too, some as much as 500%. We are now looking Subsidiary: Bulman of Canada 

s forward to adding another 15 by 40 foot section to our 28 Taber Road, Toronto, Ontario 
sales floor.” 

COE 


The Greatest Name in Self-Selection 
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Window Display ‘Puzzle’ 
Draws Attention, Crowds 

Several thousand persons were wooed 
from the sidewalks of Chicago into Hor- 
der’s stationery and office supply stores 
this summer with novel window displays 
that attracted crowds up to six deep. 

The windows contained a wide assort- 


Rain or shine, Chicago pedestrians whiled 
away hours jockeying for better positions to 
search for the duplicate items in a stationer's 
window display contest. 


ment of stationer’s products from stock and 
posed a problem for viewers. A large sign 
invited passers-by to discover the lone 
set of matching items and win a fountain 
pen prize. 

The increase in store traffic ranged 
from 300 to 500 percent at the eight Hor- 
der stores because the viewers had to enter 
the store to register a guess or collect a 
prize. Sales also rose substantially over the 


same period a year ago. Persistent treasure 
hunters even ignored rain on several days. 

Three of the store managers called the 
promotion the greatest they had ever seen 
in terms of building window shopping 
and store traffic. 


NOFA Western Area 
Holds Second Conference 

“Knowledge of Today's Problems’’ was 
the theme of the second annual Western 
Area Conference of the National Office 
Furniture Assn. (NOFA). 

The conference and an exhibit by about 
three dozen manufacturers and manufac- 
turers representatives was scheduled July 
31 to Aug. 2 at the Ambassador Hotel, 
Los Angeles. George Nielsen, Dray Manu- 
facturing Co., NOFA area chairman was in 
charge of arrangements again as he was 
for the first conference last fall. Sponsoring 
the event was the Southern California 
Office Furniture Assn. 

An outstanding group of speakers in- 
cluded John Gray, NOFA executive di- 
rector; Eugene C. Peckham, specialist in 
the handling and training of employees; 
Charles Hoover, on the leasing and rental 
of office furniture; William Cole, Walsh 
Brothers, Phoenix, on “Group Dynamics’’; 
Ralph Noble, color stylist; and Al Osborne, 
Tacoma Office Supply, Tacoma, Wash., on 
“Reorganization of the Modern Business.” 


Illinois Dealer Reports 
Successful Open House 

Mr. and Mrs. Leslie E. Austin, Watseka 
Ill., report that close to 400 persons jp. 
spected their new modernized quarters dyr. 
ing a one-day open house at Austin Office 
Equipment Co. this summer. 

The Austins established their business 
about ten years ago and remodeled this 
summer to serve grow business. 

The new showroom, adjacent to the 
proprietor’s home, is 84 feet long and 
pleasingly decorated in pastel colors, Other 
features include acoustic tile ceiling, floor 
covering of cork colored tile and large dis. 
play windows fronting on the street. 


Canadian Guild Staff 
Occupies New Office 

The Stationery and Office Equipment 
Guild of Canada, Inc., has moved to new 
quarters, Room 721, in the same building 
it has been located in at 159 Bay St, 
Toronto 1, Ontario. 

A highlight of the Guild’s 25th an- 
niversary convention this year was the 
election as president of James S. Luckett, 
Jr., son of one of the Guild founders who 
served as its first president. 

The group's dealer vice president for 
1958-59 is W. J. O'Reilly, United Sta- 
tionery Co., Toronto. 
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in a Major Market 


FALL-1958 
Dallas Gift Show 


AUGUST 31- SEPTEMBER 1, 2,3 & 4 


ITS A BIG SHOW 


More than 400 exhibitors showing more than 2,000 lines of 
THE WORLD'S FINEST MERCHANDISE 


ITS A COMPLETE SHOW 


Silver, china, glass, jewelry, diamonds, imports, stationery, lamps, 
candles, wall-decor, home furnishings and accessories, housewares, 
imported wood, pewter and brass, ironware, ceramics, linens, Christ- 
mas wrappings, artificial fruits and flowers, antiques, Christmas deco- 
rations, crystal. 


ITS A CONVENIENT SHOW 
Good, fast transportation from all points. Dallas is the Air Center of 


the Southwest, the Rail Center — Convenient by bus or car... Dallas 









has ample hotel facilities and ample parking facilities ... HAVE FUN 


... Dallas is the Amusement capital of the Southwest... 


BIG 
SHOPPING 
DAYS 





AUGUST 31, SEPTEMBER 1, 2, 3 & 4 


FALL DALLAS GIFT SHOW 


Its a 4 Star Show in a 4 Star Market... 
- = = for more details circle 124 on last page 


Its @ “must” on your 
shopping schedule. 
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Eastern Regional OMDA 
To Meet at Grossingers 

The third Eastern Regional convention 
of office machine dealers has been scheduled 
for Oct. 27 and 28 at Grossinger Hotel, 
Grossinger, N. Y. 

A tentative list of convention topics, 
judged to be of most interest and impor- 
tance to dealers has been selected. It in- 
cludes bypassed profits in related selling, 
leasing, photocopy market, duplicator 
market, electric typewriter, store display, 





use of trade publications, determining the 
break-even point, sales promotion and sales 
aids. 

Among the chairmen arranging the event 
are James E. O'Neil, Argus Business 
Machine Co., Boston, president of the 
OMDA East Coast Regional Assn. and 
chairman of the program committee; 
Harold Steinke, H. E. Steinke Co., Upper 
Darby, Pa., nominating committee; and Sam 
Krivin, Beacon Typewriter Co., New York, 
publicity committee. 

Honored guests will be Charles Meyers, 
new president of NOMDA, and Harold 
Mann, executive secretary. 


Wabash System Selling 
pays big profits because it 


makes you a business counselor instead 








of an office equipment salesman 


With Wabash System Selling you’re not just selling an item. 
You’re solving problems . . . presenting a plan that can save time, 
save money. And when a businessman saves money, he makes 
money. Wabash System Selling lets you prove the greater effi- 
ciency and value of Wabash products. This makes your selling 
job much easier. Wabash is expanding its dealership organization 
in certain areas. Write for full details now. 


This sales method can work for you! 


With Wabash System Selling, you can conduct a thorough 
indexing analysis as well as submit a proposal which 
includes complete costs. 


ted Wabash 


Wabash Filing Supplies, inc. 


385 South Wabash Street, Wabash, Indiana 


The Western Regional meeting will fe 
Oct. 10-12 at the Mark Hopkins Hotel, 
San Francisco. 


New York Stationer 
Opens First Branch 

Airline Stationery Co., 510 Lexington 
Ave., New York, announced during July 
the opening of its first branch store. The 
new location is in the Lincoln Building 
Arcade, 60 East 42nd Street. 

All of the firm’s customers received q 
letter from Barry Siskind of Airline Sta. 
tionery saying, “We want you to know 
that we appreciate the part you have played 
in bringing our stationery business this far 
towards, what we hope will be, a city-wide 
retail organization. There is no time like 
the present to thank gou for being the 
valued customer that you are.” 


Baltimore Stationery Co. 
Purchases Building 
William W. Jones, executive vice presi- 
dent of the Baltimore Stationery Co., Balti- 
more, Md. has an 
nounced the pur. 
chase of an adjoin- 
ing five story build. 
ing at 119-121 East 
Lombard Street. 
The additional 
property will ap- 
proximately double 
the capacity for op- 
erations and paves 
the way for com 
Wm. Jones tinued company ex- 
pansion, Mr. Jones said. Areas of the new 
building were already being prepared in 
July for use in the near future. 

The Baltimore firm was founded in 
1930 by Calvert R. Jones, Jr., president. 
There are now approximately 100 employees. 
In addition to office furniture, supplies and 
printing, the company is a leading dealer in 
school and church equipment in the area. 
The business machines department is ex- 
panding very rapidly and this division of 
the company is expected to become it 
creasingly important, according to Mf. 
William Jones. 

Baltimore Stationery Co. has grown if 
less than 30 years to a point where it is 
now one of the largest stores of its kind im 
the Eastern section of the country. 


Contreras Gets New Post 
Emil J. Contreras, 
president of the 
Metropolitan Travel- 
ers Club in New 
York City and rep- 
resentative for 
Joseph Dixon Cru- 
cible Co. for nearly 
30 years, has been 
appointed Dixon's 
manager of national 
accounts. Mr. Con 
Contreras treras started with 
Dixon in 1929. He makes his home im 
Jersey City. 
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ur Fabulous new asSorlment 


of TEEN-AGE ITEMS 


DESKTIME ... DATETIME ... EVERYTIME 
THESE MODERN TEEN-AGE ITEMS ARE A BRIGHT CHOICE 


Bound in bright Antique Leatherette with teen-age cap- 
— A Ni as tions and phrases in gold. Padded covers in modern colors. 
Ono Cope = \ fu po Choice of Green, Ivory, Rust, Teal and Wine. 
iY Cage L413 — "Snapshots" Size 
AN seer neg Once 101/4’’x13!'/2”, 1 in box. 


18.00 Dozen 
NPN ol) (Oa 
> A833 — Autograph Album A813 — Autograph Album 


O%, nyt Vt ra Ta (with lock) | in box (without lock) 6 in carton 





























wai \ Qaes\ pfs at fe Te 13.20 Dozen 9.00 Dozen 
BUDbies 1013 — 5 yr. diary 554x434” 24Kt gold edges, | in box 
es dyes 18.00 Dozen 
Tass Wf 1113 — | yr. diary 554”x434” 24Kt gold edges, | in box 
18.00 Dozen 

L13T — Pocket Album 3!/,” L17T — Pocket Album 334” 

‘ ~uae x2!/>”. 12 in ctn. x334,”. 12 in ctn. 

daily Doings 7.20 Dozen 9.60 Dozen 

ae 213 — Letter Basket 12 in ctn. 8.40 Dozen 

eo ml 313 — Desk Pad 16x21’6 in pkg. 15.00 Dozen 

ae oe 113 — Memo Pad 4x6’’12 in pkg. 6.60 Dozen 


13 — Letter Opener (Gold Plated). 12 in pkg. 4.80 Dozen 


V513 — Snaps & Scraps 
145/”x12”, | in box 
18.00 Dozen 






vs13 SAMUEL WARD 


MANUFACTURING COMPANY @.., 313 
29-37 MELCHER STREET, BOSTON 10, MASS per # 
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Arizona Store Installs 
Self-Service Fixtures 

Old fixtures, wall units and islands 
were replaced with steel self-selection equip- 
ment in the modernization of Howard & 
Stofft, Tucson, Ariz., a division of PBSW 
Supply and Equipment Co. 

As a result of the changes, says Fred 
Stofft, sales volume is up about 10 percent 
even during a so-called recession and ‘‘we 
are handling it with two less floor people.” 

The old arrangement had waste space 
and semi-open displays in which mer- 
chandise was hard to see, price and pick 
up. Few items or departments were clearly 





Before — Howard & Stofft's, front to 
rear view. 








After —— Howard & Stofft's, rear to front 


view, showing new fixtures, 
markings and check-out counter, 
—Photos courtesy The Bulman Corp. 


department 


identified and almost every sale required 
the help of a sales person. 

The new floor plan permits better hand- 
ling of store traffic and new fixtures enable 
customers to find what they want, pay for 
it at a check-out counter and leave with a 
minimum of effort and time. 


Golf Tournment Set 

The 26th annual golf tournament of 
Twin Cities stationers and Northwest 
Travelers will be held Tuesday, Aug. 26, at 
Southview Country Club, South St. Paul, 
Minn. A steak dinner will follow the golf- 
ing. Earl Collins of the Northwest Travel- 
ers reports that the tournament is open to 
all dealers, manufacturers and travelers in 
NSOEA’s seventh district. 


4 Salesmen Added 

The Joseph Dixon Crucible Co, has 
added four salesmen to its pencil sales 
division. The new appointees are Don 
Duckwitz for southern New Jersey and 
Philadelphia, Dwight Grubbs for North 
and South Carolina, John E. Gunnell fo, 
western Pennsylvania and Don Sterling 
for eastern Pennsylvania. 


Eastern Commercial Show 
To Be Bigger This Year 

The Second Annual Eastern Commercial 
Stationery Show, to be held Oct. 25-28 at 
the New York Trade Show Building, has 
met with tremendous enthusiasm to date. 
according to Sophia K. Ehrlich, executive 
secretary. 

Sponsored jointly by the Stationers Assn 
of New York and the Metropolitan Travel. 
ers Club, the show this year has added 
space on the third and fourth floors of 
the show building. 

The show is free for dealers, their per- 
sonnel and qualified purchasing agents who 
can be brought to the show by a dealer. 
Attendance by dealers of the Northwestern 
section of the country is expected to run 
well ahead of last year. 

Exhibit hours will be 12 noon to 7 p.m 
on Saturday and Sunday, Oct. 25 and 26, 
12 noon to 10 p.m. on Monday, Oct. 27, 
and 12 noon to 8 p.m. on Tuesday, Oct. 28. 































The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures | 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 


See the many opportunities offered you by the extensive line of 
Hammond globes, maps and atlases — write now for your copy of 


the latest C. S. Hammond catalog. 


C.S. Hammond & Co. 
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NEW...DISTINCTIVE 
EYE-CATCHING 


HAMMOND’S 


INFLATABLE 


ILLUMINATED | 


$24.95 : 


Non illuminated 


> Handsome, wrought iron, 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 


is“ 


GLOBE 


$16.95 






Maplewood 
New Jersey REGISTER 


NASHUA NH 





STANDARD © 


Be aREGISTER FORMS 


INTERNATIONAL 
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7 TO 14 DAY 
SHIPMENTS 


Shipped in your name 


CUSTOM 


ALL FORMS 
SHIPPED 
BY ROYAL 
ARE 
MANUFACTURED 
BY ROYAL 


MODEL PD-1! 
All-Steel Portable Register 
with Automatic Snap-Out File Drawet 


Write or wire for 
Mlustrated Catalog 





COMPANY 


BETTENDORF IOWA 
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ticket 
racks 











check racks 


LONG LINE --- LONG PROFIT 


Sell the long line +» + 
of over half-a-hundred items. 


horizontal files 





in-and-out-boards 


LIT-NING PRODUCTS CO. 


SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. 
MAIN OFFICE: P.O. Box 3370, Fresno, Calif. 
FACTORIES: Fresno, California * Fremont, Ohio. 











new vertical 
add-on files 









copy 
holders 


ae, build-up 


desk trays 


new horizontal 


build-up files 






Lit-Ning is unequalled for 
pace-setting design and quality of 
construction. Fast delivery 
from two modern Lit-Ning factories. 
Long dealer profit on these 
fast-turnover items. 







card index 
file boxes 












Lit-NING PRODUCTS CO. 
3907 Duquesne Ave., Culver City, Calif. 


Please send me my new LIT-NING CATALOG 
& Discount Schedule 


FIRM NAME sce ate a 
ADDRESS 
CITY ZONE ——___STATE 
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To sell more dictation 
equipment... sell ‘‘House 
Current Anywhere!”’ 








Now... 
Dictating 

Machines and 
Tape Recorders 


are TRULY PORTABLE, with 
110 Volt A. C. Current from 
a Car Battery, with a 


Cpiaiilo TontElectric 


MOBILE POWER CONVERTER 
a 





“Supreme” converter provides 175- 
200 watts, A.C., filtered for dictat- 
ing machines & recorders. 
Converts 12 volt battery current to 
110 volt, 60 cycle A.C... . handy 
remote control switch included. O:her 
models, from 35 to 200 watts, 
powered from either 6 or 12 volt 
batteries. Priced from $21.95. 
SUGGEST OTHER A.C. USES 


In addition to Dictation, Recording, and 
Larger Office Equipment, Trav-Electrics 











power Lights . . . Radios . . . Phonographs 

Hi-Fi Sets . . . P.A. 
Advertised in| Systems . . . Port- 
Sales Manage- | able TV. . . Solder- 
ment and other | ing Irons .. . Elec- 
national maga- | tric Diills . . . and 
zines. other Electronic 

Equipment and Tools. 


if Your Jobber Cannot 
Supply You, Write 


feaile COMPANY 





Designers & Mfgrs. of Electronic Equipment Since 1927 


1071 Raymond Ave., Midway 6-2514, 
St. Pov! 14, Minn. 


IN CANADA: Atlas Radio Corporati 
50 Wingold Avenue + Toronto 10, Onta 
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Posture Seating Manual 
Revised by NSOEA 


“How to Sell Posture Seating’ is the 
title of a new sales training manual for 
dealer salesmen recently offered to mem- 
bers of the National Stationery and Office 
Equipment Assn. (NSOEA). 

This 32-page manual is a complete re- 
vision of an earlier one by the same 
title which was issued as Number 7 in 
a series which now numbers 22 course 
manuals. 

In addition to its section on the technique 
f selling, the mew manual covers the 
history of seating, body position, identifica- 
tion of a posture chair, elements of good 
seating, how to adjust the posture chair, 
cushioning, upholstery, seat construction, 
arms and backrest, chair bases and casters. 

Further information on this and other 
training manuals may be obtained by 
writing NSOEA, 740 Investment Bldg., 
Washington, 5, D. C 


To Cover Indiana 

Associated Stationers, Chicago, has an- 
nounced appointment of R. L. (Ray) Carry, 
Indianapolis, as their representative for 
the state of Indiana. He replaces A. H 
Spafford, who is returning to Chicago to 
assume other sales duties with the com- 
pany. 





GLTC Golfers Meet 

The annual golf tournament of the Greg 
Lakes Travelers Club in District 6 was 
scheduled July 24 at Cog Hill Gol 
Course on Chicago's South Side. Walter R 
Bryzek was chairman of the golf and dinner 
affair. Another tournament in the same dis. 
trict is scheduled Friday, Sept. 5, at the 
Tuckaway Country Club south of Milway. 
kee. Benny Allen, Venus Pen & Pencil, js 
coordinator of the Milwaukee tournament 


To Direct Sales Education 

Walter Douglas 
Cook has been nam. 
ed director of sales 
education for The 
Globe-W ernicke Co 
He will be in charge 
of formulating 4 
sales training pro- 
gram for Globe. 
Wernicke personnel 
as well as for sales. 
men of the GW 

Cook dealer organization, 

Special emphasis will be given to de 
veloping in salesmen professional qualifica- 
tions, including knowledge of office lay. 
out, interior design, office planning, sys- 
tems and methods procedures. 

Mr. Cook is a native of Rochester, N. Y, 
and holds a master’s degree from Har 
vard’s Graduate School of Business Ad- 
ministration. 


Loe AT 


Moves desks and heavy 


office equipment without 


effort when 
cleaning floors 
or rearranging 


— 


Busy maintenance personnel need no longer be 
called in when minor furniture rearranging is nec- 
essary and, after hours, desks may be easily moved 
for cleaning or buffing operations. The Des-Kart 
works on carpets or hard surface floors and spells 
an end to moving problems. No jack, no cranks, 
clean, simple—just slip the Des-Kart under either 


end of a desk and it’s mobile. 





See your jobber or 
write for free folder 


WRINGER. INC. 


P.O. BOX 658, MUSKEGON, MICH. 
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Stack cards here (a) for dealing 
or shuffling—discards here (b). 





Now you can sell the amazing 


CARD-O-MATIC 


It shuffles and deals one to three decks for two to 
six players so quickly, so accurately and so eas- 
ily that every card player who sees it will want it! 


Profit for you—about 40%. Prospects— 
nearly every man or woman who comes into 
your store. And if CARD-O-MATIC doesn’t 
sell on sight—it does on demonstration. 
Just put CARD-O-MATIC in the center 
of the table. Load it with one to three decks. 
Twirl the knob with one finger for a fast, 
full shuffle. Load again...set the dial for 
two to six players... twirl the knob... watch 





Set control for dealing 
from 2 to 6 players. 





the number of hands you wanted slide out 
into neat piles. 

CARD-O-MATIC is fool-proof, and it’s 
fun. Speeds up any card game. Simple pat- 
ented design means smooth, trouble-free 
operation. Smart colors, tawny beige and 
mocha, make it a wonderful gift item, too. 
Sturdy plastic construction. Write today for 
literature and prices. 





Shuffling Ring may be 
removed for dealing. 


DAYO PRODUCTS COMPANY 


206 South Orchard Avenue * Dayton 7, Ohio 
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Designs for 14 furniture display areas were 
prepared by Don Scott at The B. L. Marble 
Chair Co. Design Center. Mr. Scott also 
designed executive offices and picked colors 
for the stationery area at Plimpton's. 









2 re 


Stationery department features self-service 
display racks with walnut trim. 





Plimpton’s New Store 
One of Finest in U. S. 


A former Buick dealer's building at 
Hartford, Conn., has been converted into 
one of the most modern and efficient sta- 
tionery and office furniture stores in the 
nation. 

The remodeled building was opened this 
spring as the main store of the four-unit 
Plimpton’s chain in Hartford, West Hart- 
ford and New Britain, Conn. 


This is part of the vast warehouse space in 
rear of Plimpton's new building. Ramp and 
conveyor belt transfer shipments from re- 


> 


ceiving dock on lower level. Steel shelves 
in another area (not shown) are used for 
storage of smaller stationery supplies. 





Approach view of new Plimpton's store shows generous amount of window display area, 





Principal officers of the 93-year-old firm 
are Julian Shoor and David L. Abrahamson, 
They opened the new store to get a modern 
retail location in a growing office area, to 
provide more furniture display space and 
to expand warehouse facilities. 

They achieved all this with 40,000 square 
feet of floor space in one building. 


ae 
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with prime Kapok. 
Poly Bagged. 
*Mascot Sizes—Height 6 to 12 inches 


Prices $18.00 to $28.00 per dozen 
Weight App. 12 Ibs. per dozen 


* Trademark Applied for. 


231 N. Kentucky St. 





AUTOGRAPH - MASCOTS ° 


YOUR OWN SCHOOL MASCOTS* IN SCHOOL 
CAN BE AUTOGRAPHED WITH ANY BALL 





All mascots and footballs made of fine percale — filled 


Length 12 to 22 inches 


Note — Mascots do not come with any lettering. 


COLORS 
POINT PEN 


mascots. 


McKinney, Texas 


AUTOGRAPH FOOTBALLS 


IN SCHOOL COLORS 





The illustrated football above priced $13.20 per dozen 


Your school mascot and school name silk screened on 
your autograph footballs. 


Priced $14.40 per dozen. 


A charge of $5.00 for each individual school name with less 
than 6 dozen order. 


Size — slightly smaller than actual football. 
Weight — App. 10 Ibs. per dozen. 
Footballs are made and filled with same materials as the 


Terms 2% — 10 — Net E.0.M. 
F.O.B. McKinney, Texas 


MASCOTS, INC. 


or 


Phone — Linden 2-2772 
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HARRY JUST ISN'T HIMSELF UNTIL HE 
FINISHES HIS COPY OF ; 


CONVENTION DAILY™ 





Shain CONVENTION BAILY 


An a rome ne 





TSSe & meee necro cemees ? ee eee ee 


DIVISIONS MEET 
IN CONFERENCE 








MODERN STATIONER CONVENTION DAILY is the con- 
vention paper that both dealers and advertisers PREFER. It car- 
ries more news, more pictures, more advertising — and is read by 


more people. 


Like the barnyard rooster, CONVENTION DAILY arrives 
on the scene early each morning of the convention and is distrib- 


uted in the Conrad-Hilton and other nearby convention hotels, 


MODERN STATIONER CONVENTION DAILY 


manufacturers an unparalleled opportunity to tell their story direct- 


offers 


ly to the conventioners and to invite prospects to their exhibits. 
For full advertising story of CONVENTION DAILY, write or 
call: 


DAVIDSON PUBLISHING COMPANY 


250 Fifth Avenue, New York 1, New York 


405 East Superior Street, Duluth 2, Minnesota 


221 North LaSalle St., Chicago 1, 


Illinois 
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Handwriting Foundation 
Issues New Booklet 

The Second R, 1958, a report on hand- 
writing 
issued by the Handwriting Foundation, a 
non-profit organization of businessmen and 
educators formed to 
terest in handwriting. 

The 16-page booklet describes the current 
teaching and use of handwriting in schools, 
business and social situations and concludes 
that “the resurgence of interest in hand- 
writing will become greater during the 


in the United States, has been 


promote greater in- 


3 


TURE 


coming year.” Copies can be obtained from 
the Handwriting Foundation, 1426 G Street, 


N.W., Washington 5, D. C 


that Dr. T. 


The Foundation’s fourth annual 


has 


mem- 
bership meeting is scheduled Sept. 26 at 
the Sheraton Blackstone, Chicago. Frank L. 
King, executive secretary, 
Ernest Newland, professor of 


announced 


education at the University of Illinois, is a 
new member of the Foundation’s advisory 
committee. 

The public service nature of the hand- 
writing campaign is stressed in an article 
by Mr. King in a quarterly publication of 
the American Society of Association Execu- 


tives. “We believe,” he concludes, 


COSTS 
LESS 


do this and save 


Specify shipments UNCRATED via North 
American, Uncrated Service padded vans. 
Factory door to your own or customer's 


door. It’s quicker, safer, less costly. 


‘ 


F ¢ CRATE MATERIAL & LABOR 
e EXCESS SHIPPING WEIGHT 
¢ TRANSFER & STORAGE 
¢ DAMAGE CLAIM WORK 





Mail Coupon for Facts and Case Histories About Uncrated Shipping 





NAME 


North American Van Lines, Inc. 
WORLD HEADQUARTERS °* 


FORT WAYNE, INDIANA 


LAND, SEA, AIR 





ADDRESS a 





ciTY 
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“that 





the promotion of the end use of a prodyg 
rather than the product itself, has applig. 
tions for other associations. We sugges 
that public service campaigns not only ar 
in the public interest, but also furthe 
commercial ends.” 

The Handwriting Foundation was forme) 
by the Fountain Pen and Mechanics 
Pencil Manufacturers Assn., but the @ 
tire program contains no reference to am 
specific writing instruments. 


Filing Firm’s Training 
Completed by 74 Dealers 

Product information and _ techniques of 
effective selling aroused tremendous deale 
interest in its dealer salesman training 
schools, according to Oxford Filing Supply 
Co. 





ae 





= | 
Richard Schwagerl of L. A. Schwagerl & Co., 
Huntington Station, N. Y., discusses training 


program with H. P. Tunstall of Oxford at 
“graduation” dinner. 


Classes normally conducted at the firm's 
training center in New York City were 
over-subscribed and had to be held in a 
ballroom of the Commodore Hotel. At 
tendance at four weekly sessions averaged 
between 80 and 100. Seventy-four diplomas, 
signifying completion of the course, wert 
awarded at a “graduation” dinner follow 
ing the last meeting. 

During workshop conferences, the com- 
pany reports, dealers who had made large, 
profitable installations described how they 
used Oxford’s Pendaflex as the key to 
sales in depth of supplies, equipment and 
forms. 

At least two groups of New England 
dealers traveled to New York for the same 
course in two-day intensive 
training. 


sessions of 


Salesmen Appointed 

Recent additions to the E. Errett Smith, 
Inc., staff of sales representatives att 
George Bundy, New York City and vic 
ity; Mrs. M. P. Chernis, Southeastern area; 
Mrs. Herbert Dietrich, New Jersey, Dele 
ware and Eastern Pennsylvania; Mel 
Nesbit, Western Pennsylvania and West 
Virginia; William King, Indiana, Kentucky, 
Michigan and Ohio; William O'Connor, 
Jr., Illinois and Wisconsin; and Fred © 
Storlie, Jr., Iowa, Minnesota, Nebraska, 
North and South Dakota. 
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Money-Making Merchandisers 


Display these eye-catching Kleencut merchandisers and 
watch ‘em make extra sales for you. Smartly designed, 
brightly colored, they offer guaranteed Kleencut merchan- 
dise at low prices everyone can afford. Cash in on proven 
Kleencut Shopper Stoppers. Order from your distributor 
or write to The Acme Shear Company. 


KLEENCUT 


Pa 


tes 
Smee 





FINE CUTTING QUALITY DURABLE * ALL PURPOSE SHEARS 
cmt oe mameracren “ ‘ we ‘ 


No. 1011 Retail Qar ea. 


The World’s Fastest Selling Shear Merchandiser! One dozen All-Purpose 
household shears mounted on attractive red, yellow, and black card for 


counter or wall. 2 pairs 6”; 6 pairs 7”; 4 pairs 8”. Gleaming nickel plated . 
blades with black enameled handles. THE ACME SHEAR CO. Bridgeport 1, Conn. 





NO. 2901 
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No. 2902 


Retail BGS. 


A colorful 


white, 


red, blue, 
biack card 


with 6 gleaming letter 
openers already mounted 
and ready to sell. Fully 
nickel plated forged steel 
in popular stiletto style, 


light-weight, 


easy-to-use, 


— every one inspected 


and approved 


No. 2901 


Retail a> ys fe ea. 


Same forged steel letter 
opener as above, individ- 
ually carded on descrip 
tive pre-priced card for 
fast self-service. 


World's Largest 
Manufacturer 
of Scissors & Shears 











Automatic Dispenser 
Automatically counts and dispenses 5 or 10 
chips! Just pull a key—that’s all. No 
springs or intricate mechanisms to get out 
of order. 

Big Capacity 

Holds 300 interlocking, unbreakable plastic poker 
chips — white, red, blue and even yellow! Also two 
decks of quality playing cards. 

Attractive 

Sturdily built case with elegant white 

and gold ostrich finish. 

Compact 

Easy to use — easy to carry — easy to 
store. Size: 1034” x 8” x 34%”. 


1738 West Arcade Place *® Chicago 12, illinois 
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The Victory Line includes America’s most complete. 
selection of quality plastic game accessories. 
Send for detailed information today. 


VICTORY MANUFACTURING CORPORATION 
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"Y and E’ Appoints 
3 District Managers 
Appointment of three new district man- 
agers to represent the Yawman and Erbe 
Mfg. Co. line of 
steel office furni- 
ture, filing equip- 
ment and filing 
supplies has been 
announced. 

Edward E. Mane- 
val will cover the 
state of Pennsyl- 
vania with the ex- 
ception of Philadel- 
phia and Pittsburgh. 
He replaces George 


Maneval R. O'Neill, who has 


become Philadelphia branch manager. 

George Burns, who has been employed 
12 years as a wholesale salesman for a 
stationery firm, will cover Connecticut, 
except Hartford county. 

Richard G. Hanchett, resident of Bed- 
ford, Mass., will be district manager of 
Northern New England. 


Service Branch Opened 

A direct factory sales and _ service 
branch in New Haven, Conn., has been 
established by Victor Adding Machine Co. 
to serve users and dealer representatives 
of Victor equipment in the area. Robert 
E. Mercier, formerly of the Boston branch, 
has been appointed manager of the new 
branch at 550 Whalley. 


Sales Rep Named 

The H-O-N Co. has announced appoint- 
ment of A. J. (Tony) Christ, Detroit, as 
direct sales representative in Michigan and 
Ohio. He will be devoting full time to 
the H-O-N line. 


Lost Pens Replaced 

A purchaser can have his pen registered 
against loss under a new plan by Parker 
Pen Co. called “Operation Loss Proof.” 
Then, if the pen is lost during the next 
two years,’ it is replaced for a charge of 
50 cents to $1.50, depending on the 
original cost of the pen. 


Credit Executives Meet 

The 31st Annual Conference of Credit 
Executives of the manufacturers of sy. 
tionery, office supplies, school supplies 
and kindred industries was held in May 
at Atlantic City, N. J. A varied program 
included a panel session on “Sales and 
Credit, Man’s Role in a Changing Eeop. 
omy” and an address entitled, “The Siamese 
Twins — Credit and Sales, Why The 
Cannot Be Separated.’ National chairmap 
of the group is Byron E. Van Dyke 
credit manager, Esterbrook Pen Co. 


Sales Force Expanded 

Andy Anderson and Hal Holliday have 
joined the Montag Brothers sales force, Mr, 
Anderson will represent Montag in New 
York and Pennsylvania. Mr. Holliday will 
be the representative for Eastern Virginia 
and Eastern North Carolina. 


Dies at Stationery Show 

Jack Schlain, 65, sales representative for 
Majestic Stationery Co., died in May while 
attending the New York Stationery Show, 
He had been with the firm more than 14 
years and was well known to department 
store buyers and commercial stationers in 
the Philadelphia, Delaware, Maryland, 
South Jersey and Washington areas. Sur- 
vivors include his wife, two daughters and 
a son, Edmund M., owner of the Mastbaum 
Stationery Co. in Philadelphia. 
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Here’s brand new, substantial sales-lifter! Original, useful, at- 
tractive, for holiday gift-business and year-round selling! For 
big Fall sales to high school and college students too, for use in 
English courses, typing, and now-emphasized Math. and Science studies. 














COMPLETE SET IN ATTRACTIVE, 
TRANSPARENT-PLASTIC CASE. 


NO. 800 JET TRIO, Complete with SELL JETS IN SETS! 


ORDER YOUR NO. 800 JET TRIO SETS NOW! 











1 No. 827 Jet, gray rubber core, for erasing ink and typewriting. 

1 No. 838 Ball Point Jet, green rubber core, for erasing writing in ball 
point ink and lead, and India Ink. 

1 No. 825 Jet, red rubber core, for pencil erasing and cleaning. 


1 Refill in each of the three textures. 












Handy cylindrical eraser in transparent plastic holder with pocket clip. 
Holder tip unscrews so eraser may be moved outward. Not a mechanical 
gadget. Nothing to get out of order! 


ONE OF THE THREE! 


This No. 838 Ball Point Jet is one of the 
three numbers contained in the No. 800 
case, along with refill. Jet Erasers Nos. 
827, 838 and 825, and refills that bring 
profitable repeat business also available in WELDON ROBERTS RUBBER CO. 
dozen packings and on self-selling display 365 Sixth Avenue, Newark 7, N. J. 
cards. World’s Foremost Eraser Specialists 





With new Marketing Director 
Alice Gail at the helm, 
the Art Guild family lines up this way: 
ART GUILD « Greeting Cards 
ENCORES ° Studio Cards 
MERRIE CHRISTMAS ° Personalized Cards 


250,000 eq. ft. on ten acres of land 


Everything's new about the country's top Up-To-Date 
Greeting Card Line except its usual, unusual values 


SINCE 1907 
thi 
OF WILLIAMSBURG, INC. 





MAIN OFFICE: 3280 Broadway, New York 27, REGIONAL SALES OFFICES: Kansas City, Los Angel San Fr e Plant: Webster, Mass. 


MEMBER OF THE NATIONAL ASSOCIATION OF GREETING CARD PUBLISHERS 
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Modernization Achieves 
200% Display Increase 



































Before and after pictures show what modernization 
has done for Record Stationery and Office Supply, Ren- 
ton, Washington. 

The store is located on the fringe area of the business 
section with a railroad running on the street facing the 
store front. “Although business in general was very 
good,”’ says Charles A. Record, ‘we did not feel that we 
were getting the full potential from our store.” 

Clutter, confusion and waste space were the prob- 
lems. Merchandise was scattered and hard to identify, 
price and select. Self-selection was virtually impossible. 

After discussion with a Bulman store engineer, Mr. 
Record adopted a store layout and merchandising plan that 
has increased sales as much as 500 percent in some depart- 
ments. 

The store handles greeting cards, gift wrap, gifts, 
party goods, office supplies, engineering and art supplies, 
religious material, school supplies, office accessories, office 
furniture, business equipment, leather goods and some 
jewelry. 

‘The new arrangement increased display 200 percent. 
All merchandise is visible and convenient to select. II- 
luminated, translucent canopies clearly identify depart- 
ments for customers from anywhere in the store. 
—Photos courtesy the Bulman Corp. 
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GREATEST 
ADVERTISING 
PROGRAM 
...in its history 















SHELF LIFE 
GUARANTEED 
3 YEARS! 





FREE 
MERCHANDISING 
AIDS! 

ON PRODUCT TOP PROFIT 


PREFERENCE 
PROMOTION @ 


STOCK 
FEATURE 
SELL 


SPEEDRY PRODUCTS, INC. 


SPECIAL PLANS! 


Don't write... 
WIRE NOW for 
full line catalog 
& deal sheets. 


oYa:same MS-11 ME iter DU fe) tom i) @ a O-Pm eas 





77¢ 


refills 39c 


Permane! 


magic t 
The famor 
er. Instan 
colors plu: 
INK! In s 
boxes and 
able. MA 
GUARAN 


$2.51 
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lookin; 
Magic 
effecti 





















%|CSpeediy Maqic Mar 


Time tested for profit and preference 


20,000,000 


refills 39c 


Permanent \, 
magic marker 


The famous original ready-to-write mark- 
er. Instant-dry, waterproof, 11 brilliant 
colors plus black and white. NO LOOSE 
INK! In single units, 3-color sets, dozen 
boxes and 12-color Art Set. Refills avail- 
able. MAGIC MARKER SHELF LIFE 
GUARANTEED 3 YEARS! 


$2.50 maqic marker 


STENCILLING SET NO. 811 
Includes ready-to-use MAGIC MARKER 
STENCILEER (no-loose.ink applicator), 
76 movable stencil letters and letter-set- 
ting easel. Cleanest, quickest stencilling on 
any surface or material! STENCILEERS 


also available alone. 


maqic marker 
LETTERING TEMPLATE NO. 82 


Makes possible uniform, neat professional- 
looking signs, posters, notices. Used with 
Magic Markers or Brushpens for quick, 
effective work. Perfect extra-sale item. 


SEE US IN 
BOOTH NO. 44 


N. S. O. E. A. 


NEW PRODUCTS! 


NEW DEALS! 





NEW! 
NON-PENETRATING 


ODORLESS 


ANOTHER 
Speedry 
FIRST! 


57¢ 


> magic marker 


Another Speedry first! Dries instantly on 
porous surfaces, Non-penetrating, odorless, 
removes by washing or with ink eradica- 
tor. NO LOOSE INK! 8 brilliant colors. 
A sensational development in felt-nib 
markers. 


The Speedry MAGIC MARKER 
Line for marking, stamping 
and stencilling is most popular 
because they’re PERFORMANCE 
TESTED by the world’s foremost 
manufacturers in devices and 
inks for special-purpose uses. 
In a small space you can open 
a complete MAGIC MARKER 
DEPARTMENT for big profits 
and steady repeat business 
from satisfied customers. 


$5.95 


SPEEDRY 8-COLOR 
DIPPEN SET NO. 718A 


For sketching, fine-line drawing, dry-brush 
and other exciting techniques. Just touch 
felt tip to felt pad in bottle. NO LOOSE 
INK to spill or fill. Instant-dry, water. 
proof, for any surface or material. Set in- 
cludes 7 colors plus black, solvent, holders 
and variety of 8 nibs. 


SPEEDRY 


(4 aN 











SELL 
WITH 
CONFIDENCE 


patented 





magic marker 
BRUSHPEN SET 
NO. 991 @ 


Gold finish Speedry Brushpen with famous 
patented CAPAC system that fills itself, 
feeds itself with no loose ink. Comes in 
plastic case with extra nib and ink. 
Brushpen also sold alone, 99¢ 





FILLS ITSELF! FEEDS ITSELF! 


SPEEDRY BRUSHPEN 
MODEL 57 SET 


All-aluminum machine-turned Speedry 
Brushpen, fountain pen size with pocket 
clip. Patented CAPAC assures uniform 
flow. NO LOOSE INK, nothing to spill, 
refill or flood. Choice of nib style and 


Speedry Instandry ink. Brushpen also 
available alone. 





magic marker 
12-COLOR ART SET NO. 735 / 


The professional or hobby artist's and 
craftsman's delight. Full color range of 
standard and between colors. Comes with 
utility platform to pin on inclined draw- 
ing board. 





Write for complete catalog, prices and merchandising aids. 


PRODUCTS, INC. 


DEPT. C3) RICHMOND HILL 18, N.Y., U.S. A. 











As birthday parties go, the 75th 
anniversary celebration held last 
spring at Kistler’s in Denver had just 
about everything. Other dealers who 
may be planning similar observances 
will find details of the Kistler mer- 
chandising campaign interesting and 
helpful. 

Sales volume during the anni- 
versary week was 60 percent higher 
than in the same week a year earlier. 
More than 9,000 persons registered 
at the store during the celebration 
and half of them made purchases. 

Planning for the March anni- 
versary began five months earlier, 
in October of 1957, at a brainstorm- 
ing session attended by top depart- 
ment managers. Employees were 
kept informed throughout the 
months of planning in order to 
build enthusiasm. 

“Then and Now” window dis- 
plays, comparing 1883 and 1958 of- 
fices, were part of an advertising 
and publicity campaign that included 





How to Celebrate a Birthday 





Guys in beards and gals in calico are 
Kistler employees during the firm's week- 
long 75th anniversary observance. 


outdoor advertising on sandwich 
men and company vehicles, daily 
radio announcements and daily news- 
paper advertising. The newspaper 
ads, a large six-column piece the 


first day and two-column ads on the 








€-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide 
renown. They're priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line. 





Send for Cataloa. 
RULERS @ TRIANGLES 


=I] Wik 


wa RTT OO 8 8, 





@ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


eZ Clini 
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following days, had old fashioned 
heavy borders and _ turn-of-the-cep. 
tury type. Free publicity included, 
newspaper feature story and colump 
dramatic radio accounts of the W 
H. Kistler story and a radio inter. 
view of a Kistler vice president, 
Employee participation added 

color to the observance. Prizes wer 
given for costumes and beards wom 
by store personnel during the cele. 
bration week. Beard growers carried 
cards advising customers and «. 
quaintances: 

I'm not to be feared — 

Just growing a beard 

For Kistler’s 75th 

Anniversary 


Outside activities for employees 
included a bus trip to Colorado 
Springs for dinner and a_ hockey 
game and a gala finale with dinner, 
and melodrama at a Denver hotel. 

Customers entering the store dur- 
ing the observance were greeted by 
a young couple, authentically dress- 
ed in 1883 costumes, and asked to 
register for a 35-prize drawing. A 
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Easy sales in sxiBIC 


Force ¥ 


aroma ai 





COLIN 


gocutn is— eit jnkine 
4 actions: © Se or 1 wree's 
A sales “‘natural’’ when- 


ever large figures and easy 
readability are called for. 
This popular machine 
gives customers easy-to- 
read numbers on time 
cards, file folders, records 
. . and gives you quick, 
profitable —_ | 


--" nes 
sae 
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Profit 
Producers 





No. 5013D - FREE Counter Display, No. 5000D - FREE Counter Display 
with 12 Alvin Mechanical Lead Holders. with 12 Alvin Precision Lead Pointers. 
Pocket size, featherweight-push but- Four knife-edge blades - assures a per- 
ton design with finger-tip control. A fect true point every time. A sure bus- 
real sales stimulator! iness builder! 














DUPLISTICKERg \avels for typewriter 


and mimeograph. Choice of 24 or 33 
addressing labels to each sheet, finest 
gummed stock. 24-on sheets, 500 to a 
100 and 500 


DUPLISNAP,, carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 
33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 


DUPLIQUIK, labels, special stock. for 
use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 
with typewriter. 33 labels on a sheet, 
packaged 100 and 500 sheets; 42 labels 
on a sheet, packaged 500 sheets. 

Visit Us At Booths 30 & 31 At The NSOEA Convention In Chicago 

@ Reg. T.M.—U.S, & Canada 


EUREKA SPECIALTY 
PRINTING COMPANY 
SO - Scranton, 
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STOP! LOOK! SELL! 








America’s most complete line of . . . 


e DRAWING SETS e DRAFTING MATERIALS 
e DRAFTING INSTRUMENTS e¢ DRAWING EQUIPMENT 
e DESIGNING AIDS e@ MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 





} 
= "ae, 


No. 5018D FREE Counter Display 
No. 5012D - FREE Counter Display with 24 tubes of refill leads. 12 leads 
contains 12 lead holders H, 2H and to a tube. A choice top grade refill 
4H having 2 ec. with dip and 2 ea. drawing lead of superior quality and 
w/o clip of ea. A traffic stopper. strength. A real soles leader. 


Retail price:......... $16.50 Retail price:......... $19.00 
MN. 5 +s ee eawn i. epee ee 11.40 
VOU? GUOGR...ccescecs 6.60 Your profit:........... 7.60 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


GIANT - NEW 
1958 ALVIN 
@ CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 
sales tool, 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 





ALVIN & COMPANY, INC. windsor, Connecticut 


Please send me the following items which | have checked below. 





0 FREE 84 Page Catalog 0 FREE folder showing Alvin's complete line of 
Sales Aids. 


0 No. 50130 0 Ne. 5000D 0 Ne. 50120 0 No. 5018D 


OC Information on FREE imprinted envelope stuffers on above items. 


Name Title 








r sf 


Address 





City Zone State 
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supply of 3,500 gift bags for visitors 
was exhausted in two days. 

Anniversary specials on_ tables 
scattered throughout the store went 
almost as fast as the gift bags - 
some sale items were sold out in 
the first three days. Merchandise 
moved during the anniversary week 
included 16 dozen underarm cases, 
106 dozen steno notebooks, 85 list 
finders and 35 pencil sharpeners. 

Another attention-getting device 
was a large, gilded frame on a stand 
from which pieces of furniture were 
sold below cost, cash and carry. 

The firm that began as a small 
bindery and became a leading sta- 
tionery company in its area found 
the anniversary promotion most suc- 
cessful in improving employee 
morale, customer relations and com- 
munity awareness. 

The president of the Denver Re- 
tail Merchants Assn. congratulated 
Kistler’s on its anniversary observ- 
ance, saying, “I don’t know when I 


have seen a celebration shared by 


so many other people.” 





RUBBER BASE PAD 


DESIGNED FOR TYPEWRITERS, CALCULATORS, 
OFFICE EQUIPMENT, CABINETS 


CHOICE OF ATTRACTIVE COLORS 


Reduces Noise; Holds Equipment Steady; 
Increases Efficiency; Prevents Scratching. 


JOBBERS’ INQUIRIES INVITED 


ercor RUBBER PRODUCTS CO. 


PHILADELPHIA 40, PA. 
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What Does an Office Cost? 


Customers can be reminded oc- 
casionally that, while office supplies 
and equipment are essential tools 


OFFICE COSTS 











85 to 90% 


Salaries, benefits, rent, 
light, heat, maintenance, 
telephone, postage 






Office 
supplies 
& equipment 


98: 


Sell Rowles framed boards . 
temporary styling! Frames are made of one-piece 


for business, they are not a dom- 
nant item of expense in office costs, 

The percentage of total office cost 
attributable to supplies and equip. 
ment is relatively low, ranging 
from 10 to 15 percent if you count 
staple items, amortized equipment 
and machine maintenance. 

A dealer who knows his accounts 
should be able to point out how a 
small additional expense for sup- 
plies or equipment sometimes can 
produce an appreciable cut in other 
costs such as labor or office rent. 
Consider, for example, how much 
time is wasted each year because of 
faulty filing systems. How many 
steps would be saved by having a 
pencil sharpener and stapler at each 
work center? What small fraction of a 
letter’s full cost is found in the cost of 
the letterhead and envelope? A sta- 
tioner should have the answers. 


ROWLES announces... 


NEW ALUMINUM FRAMED 


WALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS 





. . the latest in con- 


Cc extruded aluminum formed around board. Extruded 


ul 








aluminum chalk troughs come with all chalkboards. 
Chalkboards are in See-GREEN; cork bulletin boards 
in tan. Hangers furnished with all boards. 


See Rowles products at NSOEA Convention 
Booth 103, Conrad Hilton Hotel, Chicago 


E.W.A.ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
114 N. Hickory St. / Arlington Heights, Ill. 
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..-You never know what they’// 


use them for next! 


LISTO 





MARKING PENCIL 





» writes oh 


everything! 


Listo writes clearly on any surface. . 





even plastic, glass, cellophane. Small wonder 
it outsells all other marking pencils! Almost 
everybody has some unusual thing to write on. F i haeeee 
And Listo ads say . . . “available at stationery 


stores everywhere.” Stock ’em ! 





Steady repeat business ! 
Listo refills in black, 
red, blue, green, 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA yellow, white. 
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DOME 
Simplified Weekly 
BOOKKEEPING RECORD 


Why stock a variety 






















DOME 


Personal 


TAX RECORD 








4 





Specially designed 





















a Onceh seg Reasons of slow moving book- 

manent Employees and keeping records... 

DOME, Homeowners. why This one book is all 

mn RECORD you need. No Refills 

— your . Same big profit 
on each sale. 


DOME Sales 
will ZOOM ... 


more popular than ever! 





— 





DOME Improved PAYROLL BOOK 


for Smaller Firms 
Having 1-25 Employees 


DOME Short-Cut PAYROLL BOOK 


for Firms Having 
1-50 Employees 







4 
~ 


DOME 


: Snproved ® Contains Weekly Summary with a acieals 
; y Summar 
\ oAYROLL BOOK Cut-Leaf Sheets y 


® Exclusive Calendar 
of Tax Forms 
$ 50 @ Exclusive Dome 
Instant FICA Tax 
Calculator 


“DOME PUBLISHING CO., INC. The Dome Building 357-361 Canal St., Providence 3, Rhode Island 
3563 Jasmian Avenue, Los Angeles 34, California 
- - - for more details circle 127 on last page 


= ® No Name—No Word 
ey $ 50 —No Figure is 
Duplicated 
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® You Write it Only 
Once 




















Mrs. Clara Phelps of Nestor's Office Supply in Detroit boards a 
plane at Miami for the Caribbean holiday she won in Sheaffer Pen 
Co. sales competition for retail personnel. With her is her husband, 


VIEWS 
of the NEWS 


sniex wit 
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Morton Chute, president, Bainbridge, Kimpton & Haupt, picks name 
of winner in LePage's “flying showcase” prize drawing. A mink 
stole was won by Bill Bradford, Toledo Merchandising Co., Toledo, 
Ohio. Mr. Bradford was one of 1,357 wholesalers’ representatives 
whe visited the company's DC-3 to inspect a new line of consumer 
adhesives. 


66 


The late Glenn R. Fouche, left, vice president of Parade Publications 
and speaker at last year's NSOEA convention, turns over the gavel 
of the National Sales Executives club to Al N. Seares, vice President 
of Remington Rand. Mr. Fouche died in July after an operation, 





Dr. John L. Rowe of the University of North Dakota is shown with 
one of 28 young students who took part in his eight-week learning 
experiment this summer. He expected to show that typing skill would 
help third and fourth grade youngsters accelerate their grasp of 
reading, spelling and composition. 


Gladys Emerson Cook, famed animal artist, appeared in person ab 
one of New York's leading art supply stores, A. |. Friedman, Inc., to 
demonstrate the special techniques she employs in drawing animals 
with felt tip pens, a relatively new medium to U. S. artists. 
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PACKAGED TO SELL... 





Sold only through 
recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, : Since 1896 MASSACHUSETTS 
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O sare Today’s | 
Lowest-Priced Protection! | 


ta SENTRY* SAFES 


Sell for 35% to 50% LESS 
than comparable labeled 


or unlabeled safes 
All new single compart- 
ment SENTRY floor safes 
carry the U.L. Class C label 
indicating 1-hour 1700°F. 
fire test, 2000°F. explosion 
hazard test, and 30 ft. drop 


test... and feature Vermic- 
ulite insulation, all-welded BLAKESLEE 


construction, built-in 3- 

number combination lock, 

bank vault type lock bar, 5 $ vA, 

baked al: | finish. Yet ia = 4S Ht : 
SENTRY® you can sell SENTRYS for 4 

35% to 50% less and make 





Safe -and-Cabinet your full profit! ona TRADE eee 

Exclusive! Genuine mahog- rite today for details o 

any, walnut or blond cabinet how you can cash-in on the Newest Blakeslee Travel Game has a 
poem d pow Noggn os by ae virtually untapped market ; . : é 
TV base. Cabs'254," aso" f0F personal safes. unique twist customers can't resist 


Blakeslee Trav-L-Tag provides the ‘“‘scrabble”’ 
to quiet back-seat rabble. Players make words out 
of license tag numbers through an ingenious alpha- 
betical diagram. It’s fun and a very catchy game 
for teenagers and adults. 


Write for our catalog ! 


vi GS ia) tobi, SENTRYSOS L495 
Suggested $1199% START AT 


Castern Let Standard discount-adv.allow. 


JOHN D. BRUSH & CO., Inc. 


567 West Ave., Rochester 11, N. Y. 


C. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 


| BOX 174 GRAND RAPIDS, MICHIGAN 
| 





- - = for more details circle 118 on last page - = « for more details circle 185 on last page 








“CLEAN CHANGE’ TYPEWRITER 


COPI-MATE’.... oj¢:s 


a complete 
* merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack . . . The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED “CLEAN CHANGE" package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 
CHART and FREE SALES LITERATURE . 

A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


COMPLETE LINE... Leedall has a complete 
line of COPI-MATE PATENTED “CLEAN 
CHANGE” typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
““CLEAN CHANGE” line and you won't 
miss a sale. 

Dealers: Write for complete catalog and 
price lists. 

LEEDALL products mfg. co., inc. 


MILLTOWN, NEW JERSEY 
* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS - CARBON PAPERS + DUPLICATING SUPPIES 


PATENTED 


2. 


~~ 
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A Mexican fiesta costume ball was one of the highlights of the 
NSOEA Region 7 meeting at Minneapolis. Enjoying the party here are, 
left to right, Ed and Huldie Erickson, Hibbing Office Supply, Hibbing, 
Minn.; Mr. and Mrs. Mel Sowell, Esterbrook Pen Co., Minneapolis; and 
Wally Hubbs, Thomas & Grayston, Minneapolis. Mr. Erickson and 
Mr. Hubbs are past governors; Mr. Sowell is a past president of the 
Northwest Travelers. 





Touring high school students from Dayton, Ohio, got a first hand 
report on world trade during an Eastern tour. They were guests 
for a day of Facit, Inc., national distributor of swedish-made business 
machines. Erik A. Ohlsson, center, president of Facit, demons‘rated 
several of the machines. 





Edwin F. Toepfer, Mosler representative in Milwaukee, shows onti- 
burglary devices to 200 police officials and insurance underwriters 


attending seminar at Mosler's New York office. Mr. Toepfer dem- 
onstrated various methods of attack, told how to avert them cand 
also outlined signs to look for when gathering evidence on crimes 
involving attack on safes and locks. 
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OLD ENOUGH TO KNOW HOW 
... YOUNG ENOUGH TO TRY IT!* 


*Old enough to know how to build the most practical 
drafting tables.... 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 


| 
| 
| 
} 
| 
| 
} 















on eee 
MANUAL ¢ 
TYPEWRITERS 


ELECTRIC e 
TYPEWRITERS 


' PORTABLE e 
TYPEWRITERS 


ADDING 
MACHINES 


CALCULATORS 
CHECKWRITERS (1) 


Of continental fame... 
MONTANA PORTABLE... 


a standard size lightweight 
portable, in solid steel 
construction, with the 
standard American 











“~ 
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No. 850 ANCOWOOD 

DRAFTING TABLE 

¢ Spring balance 
height control. 

¢ Fingertip tilt control. 


light touch. Carrying | + Ample shelf space. 


Case weighs less | @pgpere | 
than 10 Ibs. Appeals / SiAnaeaanen os ; 
to students, profes- = eRe. ge 
sional men, the ( 
home, and as an 
extra machine in the office. Low in price, yet high 
in quality. Unconditionally guaranteed. Choice of 
colors, Grey or Green. Standard type style, $69.50 


Plus $3.50 Fed. Excise Tax e 
COCCOOSOOOOOOSSOHOHOSHSHOSOSOOEHHOOEEOEE ; 


Full size, office type CHECKWRITER .. . 


prints and perforates, 
with a capacity of 
$9,999.99, and sells 
for less than one-half 
the price of other 
checkwriters. You get 
prestige of a printed 
check plus protection. 
Chrome plated, deeply 
etched number plate. 
Easy grip, single ; 
moulded handle, with adjustable check guide 
stop. A Checkwriter all can afford ... in the 
office, retail store, professional man and in the 
home. Unconditionally guaranteed 1 year. Choice 
of decorator colors, Grey, Green and Tan. $49.50 
Exclusive franchises open. Write for full literature. | 

























No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


. No. 602 ANCOBILT 

PEDESTAL DRAFTING TABLE 
The most widely used 
table in drafting room 
and studio. 

















a FrAcCceo 


WOOD SPECIALTIES, INC. 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 











‘World’s largest rebuilders of office machines.” 


*ANCO never deviates from its strict policy 
of selling through dealers only. 


SUPERIOR company. inc. 


34 Hubert Street, New York 13, N. Y. 





See us at Booth M68, Conrad Hilton Hotel, NSOEA Convention 
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THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
nities than ever before—in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
increase output 250% in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 
ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More people . .. Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 


. More jobs ... Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 


. More income . . . Family income after taxes is at an all- 
time high of $5300—is expected to pass $7000 by 1975. 


. More production . . . U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products, 


. More savings . . . Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 

. More research . . . $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


. More needs . . . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone, 


Add them up and you have the makings of another big up- 
swing. Wise planners, builders and buyers will act now to 
get ready for it. 


FREE! Send for this new 24-page illus- Your 
trated booklet, “Your Great Future in a Great Future 
Growing America.’”’ Every American ae 
should know these facts. Drop a card to- | “™i*A"" 
day to: ADVERTISING COUNCIL, Box 10, 

Midtown Station, New York 18, N. Y. 


(This space contributed as a public service by this magazine.) 
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DEAL “4032 


BACK-TO-SCHOOL” promotion con- 
tains the THREE LARGEST SELLING 
LINDY NON-REFILLABLE BALL POINT 
PENS in your three most popular Lindy 
nerchandising packages 


© 1958 LP CO. INC. 2 









4 DOZEN EACH 
ASSORTED COLORS 
in each of 3 
plastic drums 





\ 
—w 
#460 “~~ 39¢ 


Students everywhere approve this pop- 
ular medium point ball pen. Perfectly 
balanced, eliminates writing fatigue. 


MEDIUM 
POINT 
/ 


77% 














Lindy 
\s FINE P Po T 


Lindy 
<A FINE POINT 
si fe 2 Vy 





Bookkeepers, Auditors, Account- 
ing Students and everyone who 
needs a fine line of writing 
applaud this precision instru- 
ment. Smooth writing, never 


The Secretary's insurance for 
perfect notes. Fine line of writ- 
ing is easy to read. Choice of 
8 colors of ink with dainty white 
barrel. 











|DEAL +4032 CARDS | 


2 Cards (2 doz. ea.) #460 LINDY Utility Pens — 39c retail 
2 Cards (2 doz. ea.) #F-460 LINDY Auditor's Pens — 49c retail 
2 Cards (2 doz. ea.) #F-467 LINDY Steno-Pens — 49c retail 


a ONE DOZEN #620 LINDY FEATHERWEIGHT 





Retractable Pens in Display 


| DEAL #4032 BULK PACK | 








(ONE COLOR ONLY, dozen bulk boxes) 
4 dozen #460 LINDY Utility Pens —39c retail 
4 dozen #F-460 LINDY Auditor's Pens — 49c retail 
4 dozen #F-467 LINDY Steno-Pens — 49c retail 


one $1.00 NEW LINDY FEATHERWEIGHT PEN 
in each dozen box 
CHOICE OF: BLUE, BLACK, RED, GREEN, BROWN 


LAVENDER, TURQUOISE OR YELLOW-GOLD 


BRILLIANT COLORS 
RED - BLUE - BLACK - BROWN + GREEN 
TURQUOISE + YELLOW-GOLD + LAVENDER 


GIANT SUPPLY OF LINDY’S EXCLUSIVE FORMULA INK 


They lt be asking for Cea? when they go Back to Schoot/ 






That’s why LINDY makes this spectacular 


offer...so you, the dealer, can be pre- 
pared for the BIGGEST “Back-to-School” 
demand for LINDY PENS ever!! 





RETAIL 
, goo 
each... 


F.T.1. — Fair Traded 


Packed in beautiful 
silver foil display with 
gleaming styrofoam 
insert. 12 decorated 
foil individual gift 
boxes megane well 
as diecut si 

point-of- Garda 
display tag. 


ween lahanidl 


RETRACTABLE TOP BUTTON ACTION 


BALL POINT PENS 


Light as a feather — weighs just Yard ounce yet carries full size 
standard ink cartridge. 


12 assorted barrel colors including dainty pastéls and bright 
masculine tones. 


Jeweler’s finish chrome cap and point guard. 


*1290 EXTRA PROFIT FOR YOU! 











skips, or fails. 
ALSO AVAILABLE IN THE FOLLOWING PACKAGES 










Malay 


DEALER SELLS 


4 dozen *460’s @ 39¢ each... $18.72 

4 dozen *F-460's @ 49¢ each 23.52 

4 dozen *F-467's @ 49¢ each. . 23.52 

PLUS FREE GOODS 

OF 12 $1.00 FEATHERWEIGHT PENS 12.00 

TOTAL $77.76 

DEALER’S COST: 

4 dozen *460’s @ $2.88 per dozen $11.52 

4 dozen *F-460’s @ $3.60 per dozen .- 14.40 

4 dozen *F-467’s @ $3.60 per dozen 14.40 


DEALER PROFIT...48% 
We 0 


TOTAL $40.32 


537.44 


niginah Lindy Y Non-Refillable Ball 








Point Pens are perfectly balanced to prevent writing fatigue. 


NATIONALLY ADVERTISED - UNCONDITIONALLY GUARANTEED 





Manufactured by LINDY PEN CO.,Inc. Culver City, Calif., U.S.A. 

= oe oe oe ee oe ee ee oe ee ee oe ee oe oe oe oe oe oe oe oe 

TO: LINDY SALES CO. PLEASE SHIP THE FOLLOWING LINDY 
“BACK-TO-SCHOOL” DEALS: 


























402 Quantity | 
#4032 DRUMS (assorted colors) | @"$40.32 
#4032 CARDS (assorted colors) @ "40.32 
#4032 BULK = (straight color) @ "40.32 
| [] Black [)Red []Blue [) Green 
(] Brown [] Lavender 
ie Turquoise [_] Yellow-Gold 
COMPANY :__ 2 ican 
ADDRESS i ail ee nates 
CITY & STATE: __ 
BY: al i So 
OUR TRADE : CLASSIFICATION iS: [) RETAILER [] CHAIN [() JOBBER 


OUR WHOLESALE SUPPLIER IS:__._ 


ADDRESS 


aE RE ATI 
*LESS USUAL TRADE DISCOUNTS TO THE JOBBER 
- = = for more details circle 147 on last page 











THOUSANDS 


MORE DOLIN STEEL 
TRANSFER FILES 
WILL BE SOLD THE 


NEXT 3 MONTHS 


Year end records transfer time means volume sales of 
steel transfer files. Pace-setting dealers always recom- 
mend and sell DOLIN STEEL TRANSFER FILES — the most 
complete line available through the dealer. There’s a 
DOLIN engineered file for your customer's every re- 
quirement. 45 stock sizes in 3 different styles are ready 
for immediate on-time delivery. See your customers 
today and SELL YOUR SHARE, TOO! 


COMPLETE 
LINES 


45 
STOCK 
SIZES 









"G300"s 


WITH 
NYLON GLIDES 


“R400"'s 
WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK ‘'500"'s 
WITH EASY ACTION ROLLERS 


“A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


for extra profits... 

We will drop ship direct to your customers, using your 
labels — at no extra charge. No handling, no stock for 
you to reship —just bill your customer. (Free delivery 
in New York City) 


WRITE FOR DESCRIPTIVE LITERATURE 


EPO EINE METAL PRODUCTS, Inc. 


317-23 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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NEW PRODUCTS » « « « (Continued from page 20) 


Rotary Card Files 26 
. Two new series of rotary card 
files have been announced by the 
General Fireproofing Co. Known 
as the Standard and Master series 
of GF Ferris Rotary Files, both 
utilize the ferris wheel design of 
suspending cards in a cradle-like 


fashion to achieve high speed, yol- 
card filing and finding. A 
special guide ring keeps card trays 
in an upright position. Files revolve in both directions so that 
any card can be reached with no more than a half revolution, 
The Standard series has 18 models, some manual and some 
electric. Sixteen Master models all have electric controls. 


~*~ 
. ume 


Waste Basket Display 27 

A new Waste Basket Tree display 
unit has been developed by Columbus 
Plastic Products, Inc., to merchandise 
Lustro-Ware baskets. The steel display 
unit is designed to show eight styles 
of polyethylene baskets in less than 3 x 
3 feet of floor space. 

The display unit is supplied free with 
a 46-basket assortment priced to re- 
tail at $99.82. 





Desk Accessories 


A new line of ten desk accessories 
for fall and Christmas sales has been 
announced by Wren Products Corp 
Realistic leather-like plastic is featured 
in a variety of colors on satin gold, 
burnproof, corrosion-resistant metal. In- 
cluded in the Wren “1900” line are 
a large six-inch diameter ash tray, a pagoda style penholder 
and tray combination and a set of heavy book ends. The plastic 
covering carries a gold line motif that gives the impression of 
hand-tooled leather. 


Boxed Cards 


Boxed cards by Box Cards are now 
available in sets of 25 to retail for 
$5.95. Assortments include 25 different 
everyday cards, 25 different Christmas 
cards or 25 of the same Christmas 
card. Box Cards also has presented 
a new line of studio greeting cards 
in “compatible” color. 








Planning Kit 30 


Something new in a planning of 
layout device called “Planoramics” 
has been introduced by a company 
of the same name. Templates are 
simply pressed to the planning board 
or sheet with the finger. They are 

; ‘ guaranteed to stay put, without ad- 
hesive, until they are lifted off with the fingernail. Plans 
may be rolled up without disturbing the layout. The plan will 
go through any copying machine, the makers report. Because 
Planoramics contain no adhesive, they can be used over and 
over again. Because the templates are cut to scale, there 1 
no need for scissors, pencil, eraser or ruler. The office equip 
ment layout kit has a scale of 4% inch to 1 foot. 
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Last months of the year! It should be your best 
season for ACCO Products sales! New filing supplies 
—in quantity—and TRANSFER TIME coming up! 
Time to Refresh Your Memory, go over your stock 
and the ACCO Catalog, note all the items that con- 


tribute to better end-of-the-year business. 


There just is no substitute for Acco at Transfer Time 
—users of Accobind Folders get the job finished in 
double-quick order—slip out the old, slip in the 
new—and what could be more economical or dur- 
able for permanent storage filing than Accopress 


Binders (2-piece covers) ? 


See Your Catalog 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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ACCOBIND FOLDERS—Hord, smooth, genuine pressboard for 
utmost service. Equipped wih Acco Slidewoy—invaluable at 
transfer time because it makes possible withdrawal of bound 
papers from the folder and its continued use simply by inserting 
a new Acco Fastener and Index Sheet. 5 colors in many styles 
and sizes. 





ACCOPRESS BINDERS—wMost versatile and inexpensive loose 
leaf binding for everyday filing or permanent storage. Made 
of genuine pressboord. Side or end fastening in all styles and 
sizes. Choice of 5 colors. Capacities up to 6°’. 














ACCO FASTENERS—tThe foundation of the ACCO System, in- 
vented by Acco and made in more than 50 styles and sizes with 
centers from 234‘' to 81/2‘' and capacities from 1°’ to 6°’ 















A.W.FABER— CASTELL 


A.W. FABER 


, @RASER STIK« 


A Profit Beauty to 
warm your heart 
















It makes a stationer’s 

salesman feel good when 
he says, “Of course you'll 
want some ERASERSTIKS” — 
and the answer is “Oh sure, 
the way they use ’em around 
here I think they must eat ’em.” 


No, they don’t eat ’em. It’s 
just that no self-respecting Secre- 
tary or Typist would be without 
one. She’d rather give up her 
lipstick than her ERaseRSTIK. 
Because this white-polished 
beauty flicks away mistakes in a 
flash, erases without a trace. 
















Make no mistake—your cus- 
tomers want the “white” ERASER- 
Stik. Try selling ‘em one of 
those Johnny-come-latelies in a 
different color and see what 
happens. 


RASERSTIK ( 


Si 


There’s a barrel of profit for 
you in A.W.FaBER, the original 
and best-selling ERASERSTIK — 
easy profits — quick profits — 
sure profits. " q 


_ AW. FABER GR 












What are you waiting for? 


PENCIL CO., INC. NEWARK 3, N. J. 


- = = for more details circle 179 on last page 





MEW PRODUCTS ........+..0mm 


Phone Clip 3] 


Businesses can do their reminder ad. 
vertising and perform a service as well 
with a new Phone-Ad Clip by The 
Phone-Ad Co. The plastic card holder 
is designed to fasten to a_ telephone 
in the flat area between the cradles, 
On the card insert is printed the donor's 
name and telephone number, and also 
emergency numbers for the doctor and 
fire and police departments. This means 
the telephone user has all the printed numbers in front of 
him each time he lifts the receiver. 





Utility Table 

A newly patented typewriter and 
utility table with drop leaves and a 
retail price of $4.95 has been intro- 
duced by the MarshAllan Mfg. Co. 
It will be marketed under the trade 
name “MarshAllan.” A new contour 
design, with leaves angling toward 
the operator, is said to permit easier 
and more accurate typing. The all metal \ 
table is equipped with rolling casters. ‘ \ 





Art Studio Set 33 


A Jon Gnagy Art Studio set 
including both materials and a 4g- 
page instruction book is offered by 
Arthur Brown & Bro., Inc., to te 
tail for- $3.95. Supplies consist of 
24 colored pastels, box of 12 two- 
way colored pencils, metal box of 
watercolors, brush, two drawing 
pencils, carbon pencil,  sandpad, 
kneaded eraser and pencil sharpener. 





Flexible Chair 34 

Extenda, a new chair designed for 
sedentary workers, permits lateral 
seat movement in four directions in 
response to the slightest body move- 
ment. Despite its flexibility, the 
chair by Seating, Inc., is said to 
have stability superior to the usual 
industrial chair. Legs and _ base 
frame are of steel tubing. Die-cast 
aluminum housings contain the rub- 
ber bushings which provide flexi- 
bility. 


Fastener 35 

A clever but simple pull fastener 
consisting of a narrow cloth tape with 
a tiny metal slide is offered by The 
Schlegel Manufacturing Co. as an im- 
proved method for tying bundles of 
documents, drawings and cancelled 
checks for filing or storage. A quick 
pull on one end of the tape and the 
bundle is tightly bound so that t 
cannot slip. The fastener is loosened 
simply by pulling the other end. The new fasteners ate 
said to be just as fast as rubber bands, with the advantage of 
not drying out or breaking. The woven quarter-inch tapes aft 
available in 14 standard sizes. The company says they will not 
fray. 
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MORE | Aigmont the office supply buyer says... 


— Y, “an index divider 


that lasts 


means MARKING DEVICES | Aigmont’s excited about AICO's 


Rip-Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes. 
Ideal for use in ring books, post and 
ledger binders and memo books. 


Binding edges are reinforced with 
MYLAR * plastic. It is stronger than 
other reinforcing, less bulky... and 
costs less! 


In all stock sizes and made-to-order. 
Choice of a wide variety of index tabs 


and colors. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices 











G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 








33 = 
* DuPont's registered Trade New York ond Cal 
io set Mark for its polyester film. 
oad by LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 03 | DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 

to re - = = for more details circle 150 on last page | *consumer readers of business magazines carrying this AICO advertisement. 
sist of - - - for more details circle 104 on last page 
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34 ° 
for profits ! 
AQUABEE 
Trademark of America’s most complete 
line of quality Drawing Papers! 
e Drawing Papers e Tracing Papers 
e Watercolor Papers e White and Colored 
e “Canvaskin” Charcoal Papers 
In Rolls, Sheets, Wire Bound Books Five outstanding 12c to 25¢ numbers in bright foils and 
embossings. Typical of the many sales-pulling values 
; ; in the new T & P Books. 
35 American Watercolor Society lee ' 


—_ Handmade Watercolor Papers. | O 5 19 5§ p AG lj Y 


7 ne Endorsed by famous h ‘i A 
‘ watercolor artists! Also C C 
rll available in a Student Grade. ristmas ard lbums 
qui 
i | NOW READY 
hat it B Ee E 
. ne del % : Send for descriptive brochure and sample of 
ae p U pe  CU., 670s | Dealer's Mailing Announcement. 
“_ 100 Eighth Street Passaies New Jats TURNER & PORTER, INC. 


“The Home OT Artists’ Pap rS 





1233 Main Street Buffalo 9, N. Y. 
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NEW PRODUCTS ....... 


Magazine-loading Dictator 36 


‘eh 
Cs 


The Norelco 
“35” portable office 
dictating and _ trans- 
cribing machine 
with magazine load- 
ing has been an- 
nounced by _ the 
North American 
Philips Co. The 
magazine feature 
does away with the 
threading of tapes. All the operator has 
to do is drop the magazine in its receptacle 
and push a button. 

The 8-pound machine is priced at 
$179.50 and comes with choice of either 
transcription or dictating accessories 
Thirty-five minutes of dictation can be 
recorded on one reel and the tape can 
be re-used. 





Disposable Dispenser 37 
Weatherproof cel- 
lophane tape on a 
new, disposable plas- 
tic desk dispenser 
is offered in two 
sizes by Technical 
Tape Corp. Each 





roll is prepacked in a dispenser and en- 
in a protective polyethylene bag. 


closed 


When a roll is finished, the dispenser is 
discarded. The product is available in 1/2” 


and 3/4" widths. 
Pen Sets 38 
Pen bases in two 
styles and with a 
selection of either 


one, two or three 
pens are offered by 
New Diamond Point 
Pen Co. The bases 
are gold colored and 
have kid = grain 
leatherette in the re- 
cessed top. One style 
base has rounded ends and the other 
is a plain rectangle. The three-pen selection 
includes pens with blue, red and green 
ink. Retail prices, depending upon the 
number of pens, are $2, $2.50 and $3. 





New Ball Pen Line 39 

A new line of Sure-Rite, precision-en- 
gineered ball pens has been introduced by 
American Stencil Mfg. Co. which in the 
past has made and marketed only stencils 
and duplicating supplies. The new pens 
will be available in two price lines, the 
“Imperial” to retail at 49 cents and the 
“All Purpose” to retail at 39 cents. Both 
lines feature king size and regular size. 





Pens will have a rigid plastic barrel, ap 
exposed stylus type point and a full- length 
supply of non-clogging ink in any of 
eight colors. The line also will include 
for 59 cents, a “Repro” pen for copying 
machine use and a “Laundry Marking’ 
pen with indelible black ink. The Sure. 
Rite line will be marketed direct to dealer 
outlets. 


Pencil Case 40 
Leather pencil cases by Mary Louise 
and Associates are hand-blocked with , 
colored map of the United States and have 
a zipper top. The cases come in a variety 
of attractive colors and retail for $j, 


Stamps 4) 


Krengel Mfg. Co 
is introducing a new 
line of alphanumer. 
al bandstamps with 
as many as 20 separ 
ate bands on the 
same stamp. Each 
band contains 38 
characters made up 
of the alphabet, the 
figures 1 through 9 
and 0 plus a period and dash. Stamps are 
available with Roman or Gothic type styles 
and with any number of bands up to 20 
in character sizes from 1/16 to ¥% of an 
inch. 








WHAT’S NEW? 


SMITHCH Am 1. FD 


the leader 


in leatherette craftsmanship... 


now bring you the creative talent of 


RAYMOND LOEWY 


AS S Oa 


A 


the leader in modern on 


for new sales... greater profits! 


THE P/umelle LINE 


The S. K. Smith Company reaches a new milestone in 
leatherette craftsmanship by offering the reknown design 
talent of Raymiond Loewy associates in the new beautiful 
Plumette line of desk and home accessories. New gold 
sculptured effect— new decorator colors—new unique 


items mean greater “across the counter” 


sales and profits 


than ever before. Write for complete catalog. 


iol 7 Vd -lelels 


4 PIECE DESK SET 


su-8 eK MSE e) ao ame 


2857 NORTH WESTERN AVENUE 


225 Fifth Ave NY 


Showrooms 


CHICAGO 18, 


1272 Mdse Mort, Dallas 


ILLINOIS 
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/LOOSE-LEAF 
ADDRESS BOOK 
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Your Guide to 
FACT CONTROL 


for All File Systems 
® 






a PENDING 


PA 
METAL PROJECTING SIGNALS 








lock on slotted card 





| — 






oS 
a Nu-Vise 
AL 
x * PROJECTING Signais Pr 
> Or all vertical records (@> 

















Cellugraf 


TRANSPARENT SIGNALS 
for Visible Systems 

















Crimpgraf 


TRANSPARENT 
CRIMPED SIGNALS 


for protected visible 


0) 


MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 











yo 
. — 
= Nu-Viz : 
So ALS 
METAL SIGN | 
for all visible records 
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hot holiday item 
S; that means *<*« 
cold cash to you! 








BATES LIST FINDERS — 


Always sure-fire sellers, at Christmas time—and all the time— 
for sound and solid reasons: 


Because of recognized quality, smart design and wide selection, 
Bates List Finders enjoy brand preference that assures you 
turnover and profit. And they’re pre-sold by 

colorful national advertising. 


Headed by the deluxe Cavalier model (illus- } 
trated above) the complete line of Bates 
List Finders meets all tastes and pocket- 
books. 6 models, 35 finishes—from $1.95 
to $7.50. 






Be sure to check your stock of Bates 
List Finders. Display them on the 
sales-stimulating Bates Counter Dis- 
play shown here—yours at slight cost 
with the purchase of an assortment 
of 6 List Finders. Ask your Bates 
representative or write for details. 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey Street, New York 7 
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STEP 
UP... 


Ruler Sales 
And Profits 


SET 
UP... 


RULERS 


AND YARDSTICKS 


DISPLAYS 








® The more they see ‘em the 
more you sell. Set up these 
Senco counter displays and 














Three types of Senco Displays avail- 
able. One for School Rulers . . . one 
for Office Rulers and the general pur- 
pose Senco Sell-O-Ramo. Write for 
catalog, prices and deal. Buy from 
your nearby jobber. 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 
SENECA FALLS 6, N. Y. 
for more details circle 161 on last page 


NEW PRODUCTS....... 
Small Chart File 42 


A unit that makes 
possible the filing 
and storing of small 
records such as 
graphs, charts, rout- 
ing slips or small 
blueprints has been 
designed and manu- 
factured by Certified 
Products, Inc. The 

cabinet is easily moved by one man and 
has a tip tilted slightly forward for use 
as a writing surface. It contains 36 drawers, 
each 13” wide by 13’ deep and 1” high. 
The storage drawer at the top is 27’ wide 
and 4” high. Two models are offered, with 
two locked drawers available to enclose 
drawers. 


Paper Display 
A rotating  sell- 
ing rack has been 
designed by Denni- 
son Manufacturing 
Co. for its new 
“King-Size’”” Flame- 
proof Crepe Paper. 
The paper is 25 feet 
long, compared to 
the usual 71/ feet. 
The display piece, 
with swing-around 
arms, is finished in 
chrome and fits an 
area 22’ square, 
standing 66” high. It holds a gross of 
King-Size folds. A_ special offer, open 
through the end of October, enables dealers 
to obtain the rack for a handling charge 
of $1.17 when they order one-gross pac- 
kages of the crepe paper. 


Ballpoint Pen a4 


Lindy Pen Co. has introduced a new 
Lindy Jr. non-refillable ballpoint pen to 
retail at 29 cents. It will be tested in the 
Texas area before it is offered nationally. 
The pen has a barrel of translucent amber 
plastic with a generous supply of perma- 
nent, non-transferable and non-smudging 
blue-black ink. A matching cap is trim- 
med with a gold clip. 


Gift Wraps 45 


Among the new 
holiday line of gift 
wraps by Tuttle 
Press Co. are large 
sheets of “Sparkle” 
tissue with multi- 
color or gold 
sparkles and 75’ 
rolls of wrapping 
paper in cellophane 
window cutter 

boxes. The rolls are packed 12 boxes to 
a carton of one design or two each of 
six designs. The cutter box has a safety 
cutting edge that saves fingers and nails. 
Sparkle tissue has 50 folds to a carton and 
10 sheets to a fold selling for 25 cents. 

















Designed to take very little space, these 
clips will hold memos, menus, etc. ¢ 
convenient and accessible. Many are 
at telephones to hold and organize notes 
and reminders. Memo clips are care 
manufactured and have a brightly nickel 
plated base 2 1/4” in diameter with a 
clasping arm 2-13/16" high, made from 
high quality tempered and polished stain- 
less steel. Memo clips are packed 12 
pieces to a box. 
Write now for prices. 
delivery. 


L.D. Van Valkenburg Co. 


HOLYOKE, MASS. 
Quality Est. 1896 


Immediate 


Service 
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RAIN or 
SHINE... 


prerer Ed-U- Cards 


PREFER 








Always 
Something 
NEW 


Children’s 
Educational Games 29% 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. ¥. 
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COUNTER DISPLAY RACK 


: SELLS 
3 Crattint-DEVOE 


Artists’ Oil Colors 


co printing multiplier | sae 





o10lolo-x 










































= pm Cash in on Craftint’s 
used a a 
notes | << SPECIAL OFFER! 
ia ape 15 : 
- - 
from the latest addition to the “addo-x” line, built Retail 116.40 
ie : one 
e in the “addo-x” tradition of superb craftsman- Cost 69.84 
e ents 
ship, makes “addo-x” today’s ideal dealer line 
| , PROFIT 46.56 
wVe 
Unit No. 3 contains 
vice three tubes studio size 
mail (1” x 4”)* of each 
page color plus free counter 
ise display rack and color 
— chip charts. Simplify 
your inventory © 
problems! One line of 7) 
finest quality oil colors 7 
meets all requirements. 
Your customers are pre-sold in leading 
€ art magazines! New formulation . . . the 





: result of a $50,000.00 development 


program makes world-famous Craftint- 

{s Devoe Artists’ Oil Colors professionally 
modern and perfect. Released by 

1. the laboratories of America’s oldest and 

largest manufacturer of Artist’s 
Materials, Craftint-Devoe Oils have 
established a standard for matchless 
texture, consistency, workability, 


| , CADMIUM RED brilliance, purity and permanence. 
| MEDIUM LT. CR 
SA\UDLLLEUR & onpin ropav! 


Crattint 


THE CRAFTINT MFG. CO. 


NEW YORK - CLEVELAND - CHICAGO 
Main Office 


sete 1615 Collamer Ave. Cleveland 10, O. 
it COLOR am 
















































“Adler Electric,” the typewriter demanded by 
Adler dealers—is here—for dealer franchises 
write to:——“addo-x inc’”’—300 Park Ave, NY 22 











*(14” x 4”) tubes also available. 
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sr 


descriptive literature. The 





stands 22” 
wing flanges. 








Optically ground and polished 
glass lenses. The unique green 

metal display stand makes 
sales easy. Each reader at- 
tractively packaged in alias 
scarlet and grey box. 
No. 735/10 










2-412" Readers List 


Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


TESTRITE INSTRUMENT CO., INC. 


135 Monroe St., Newark 5, N. J. 





Drawing Scale Display 46 
aes | SM tat An attractive display containing 
29 of the most popular drawing 
scales of choice graduations in tri- 
angular and flat designs is offered 
by Alvin & Co. The display has a 
storage compartment in the back for 
sheaths and a pocket built in for 
display 
high and has an overall width of 32” with two 
















GROUP ; 
CONTAINS - 


2-212" Readers List $1.75 ec. $3.50 
2-3” Readers List 2.25 ea. 4.50 
2-312" Readers List 2.75 ea. 5.50 
2-4” Readers List 3.25 ea. 6.50 


4.50 ea. 9.00 
TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
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«Se 


accessories, packed in 


gift for all occasions. 





Retails for $1.00 


Holds Paper 
Memos, Recipes, 
School Notes, Grocery Lists, 

Business Reminders, etc., J 
WITHOUT PINS OR TACKS. | 


Each board complete with ! 






attractive box. An excellent ] 


Send for literature and prices | 


WEINMAN BROTHERS. inc. ! 


3260 W. GRAND AVE., CHICAGO 51, ILL. i 
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Beverage Server 47 

A 20-ounce insulated beverage serye 
has been added to the N.F.C. Engineer. 
ing line of insulated serving ware. The 
new server has triple insulation apd 
skillful styling, available in three 
“ceramic” colors with white trim. Sug. 
gested retail price is $6.95. An e, 
semble including server, matching tray 
and one tumbler has a retail price of 
$8.95. 





Studio Cards 48 

Forty new designs are just one 
month’s output of 25-cent studio cards 
at Flair Cards, Inc. Thirty new styles 
a month, for all different occasions on 
white and colored stock, are the mini- 
mum guaranteed to dealers stocking the 
Flair line. For complete studio card 
installations, Flair also makes available 
at no charge 48-card wire racks and 
120-card rotary floor stands. 








Desk Caddy Stationery 49 

A new idea in stationery merchan- 
dising that features writing paper pack- 
aged in a letter and napkin holder 
has been introduced by White & 
Wyckoff Mfg. Co. The new package 
contains 24 sheets and 24 envelopes in 
blue, tan, gray, green, and is set in 
matching holders. The set, combining 
bright wire holder and cellophane wrap- 
ped stationery, retails at $1.59. 


Book Support 50 

Hold-A-Book, a wire and _ plastic 
book holder for persons who work 
and read at the same time such as 
typists, is offered by Akay Corp. to 
retail for 98 cents. The book supports 
fold compactly for easy storage and 
are available in eight colors. Weighing 
a half pound each and _ individually 
boxed, they are packed four dozen to 
a shipping carton. —_ 

The same firm offers a Memo-Master combination of pencil, 
holder and memo pad in roll form to retail for 98 cents. These 
are packed in either a carton or a polyethylene envelope that & 
punched for peg board. 

















FOR 
EVERY 
PURPOSE 


F NOTCHING 
PUNCH 








TICKET PUNCHES 











THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 









Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep. “i 
No. 2—For 1/8-1/4” round 1-1/4 
reach. 

No. 3, 1-1/2” reach & No, 12, 2” reach, same 
style as No. 2. All will take special dies. 
Tally Punch — Registers number of punchings 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in OUf 
Nos. 2, 3, 10, 11, 21. Write for circulars. 


holes; 
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NOW! NEW LOW PRICE on 


FLEXO-SPACE Self-Service Island 


ANNOUNCING our 
New low prices on 
FLEXO - SPACE Self - 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 
one flat-type counter. Yes, in only 121/2. Sq. Ft. of floor 
crea you get 50 $q. Ft. of selling space. Raise or lower 
the middle shelves every 2” within 15 adjustments. FLEXO- 
SPACE is a complete Island! Your customers shop on 4 
sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved"’ by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50%, 
less than you expect to pay. Without obligation write for 
FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 





Mfrs. write for special extra low prices. 


ADD SALES COMPANY 


829 York Street Manitowoc, Wisconsin 
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NOESTING PIN TICKET CO. INC. 


“WVillions Daily” 

MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y 


| 
BRANCH FACTORY 


CHICAGO 36, ILL. 
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1815 WEST 74th STREET 






WRITE 
INCORPORATED 
- - - for more details circle 176 on last page 


"a. . 
for volume profits... — 


in 
CARBON PAPERS 
and TYPEWRITER RIBBONS 


Wtite 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 
customers. 
Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 
















420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 








= Keeps keys handy . . . never lost or mislaid. 
= Attach it to handbag mirror pocket or .¥ 


% design, in gilt or rhodium finish. 








lining. Keys pull out on 14-inch chain, 
wind back automatically. Choice of pin- 

on model in gilt or chromium finish, 
clip-on model with hand-engraved 


PIN-ON KEY 


KEEPER $1.00 
(As Illustrated) 


CLIP-ON KEY 
KEEPER $1.50 


© PRODUCTS 


Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 
Send for catalog describing complete PAT line 


= Stamp Keeper ® Tape Keeper © Reel Riter Ball Point Pen © Magnetic Phone Pod 4 


Pin-On Pencil © Magnetic Memo ® Magnetic Pencil @ Glass Keeper © Rememo 
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NEW PRODUCTS ....... 


Storage Cabinet 51 
A new “king 
size’ steel office 
storage cabinet has 
been introduced by 
Steelcase, Inc. It is 
constructed with a 
seamless back so 
that it can double as 
an attractive office 
divider. Door hinges 
are hidden to give 
the front of the cabinet a smooth look 
when closed, unbroken except for two 
fingertip-controlled handles. There are four 
adjustable shelves and a hangrod acces- 
sory is available to adapt the unit into 
a wardrobe. Outside dimensions are 78” 
by 36” by 18”. 





Copy Holder 

A hammered 
aluminum copy hol- 
der called Steno’s 
Fren is offered by 
Felice Products as 
an aid to steno- 
graphers, ty pists, 
clerks and book- 
keepers. With just 
a gentle pull the stand is set to any de- 


52 





sired angle for perfect visual convenience 


and elimination of eye-strain fatigue. 
unit folds flat for easy 


$2.50. 


Stencil Roller 


ROLMARK 4 


roller is used to 
openings in the 
the roller, pad, 
cleaner. 


Modern Chairs 

The Worden Co. 
has introduced a 
new chair __ series 
with Danish modern 
styling. Available in 
genuine walnut or 
oak frames, the 
chairs offer a com- 


plete selection of 
leather and Nauga- 
hyde _ upholstery. 


The backs are pad- 
ded 


NOW YOU CAN PROMOTE 


MAIL ORDER BUSINESS 







WITH THE NEW 
DISPOSABLE 
0 


QDhoustte 


Ball Point Pencil 


The Hanover Pen Co. will supply 
you free with mailing brochures 











which will sell pencils by the gross! 


The superior SILHOUETTE, a 


wood-cased ball point pencil, retails 


for less than standard refills alone! 


(19c each, less full dealer discount). 


Comes in 4 non-smear ink colors; 
blue, red, green, black. Dealers and 
representatives ... WRITE TODAY 
for FREE SAMPLE and full 
particulars of this money-making 
plan! 


HANOVER PEN CO. 


only 


Retail 


HANOVER, PENNSYLVANIA 
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and the seat is 
a thick upholstered foam rubber cushion. 


| 
| 





The Decorative Clock 55 

storage. Price is ‘ , ! The new Fag 
dangle Clock by 

Peter Pepper Prod. 

53 ucts, Inc., is des 

Rolmark, a new — i a 
method of rolling a. coles 
stencil addresses on- . 4 4 rie ae 
shipments with sooo ete 
inked rubber or ~ 
roller, has been an- . : ene 
nounced by Marsh pending the brightly colored dangles 





Stencil Machine Co. 

Instead of brush or spray, a sponge rubber 
distribute ink to 
stencil. 
pad-ink and solvent and 


which gently move with the slightest breath 
of air. The triangular clock housing is 
2 inches thick, with brass hour markers 
and hands. List price is $69.50 for ap 
imported eight-day clock, and $10 more for 
a battery-operated clock. 


the 
contains 


A kit 


Bookcases 56 
54 A “contemporary” 
series of bookcases 
ruggedly constructed 
to take daily use in 
the office has been 
announced by Hale 
Industries, Inc. They 
are available in 30, 


36, and 48 inch 
heights. Three style 
groups are the 





Premier with taper- 
ed brushed _ brass 
legs, the Winthrop with shaped wood 
legs, and one with a box-type base. 


kutto: THE HANDIEST 
“CARTON CUTTER MADE 
Splits Cases and Cuts 


Off Teps Cleaner and 
Quicker! 


* ideal for Making 
Carton Displays 


Can Be Carried in 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shi 
room. Made of heavy quality steel, it will stand a ew of hard use. 
Kutto is now available to you for re-sale purposes . . . comtact your 
wholesaler or write us. Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 
each paid $1.25 
1 Dozen or more $10.00 per doz. f.o.b. Chicago. 











Wholesale ice, 


@ CUT STRING, 
TWINE OR ROPE 
Snippo is the safest string cutter on the market .. . it a 
exposed blade and it is im ible to cut one’s self. oe 
structed of heavy steel and plated to prevent rusting. Retail “ -_ 
each . 










WHOLESALE PRICES, F.O.B. cmease 
1 dozen or more, with 5 extra blades, per dozen . 
2 dozen or more, with 5 extra blades, per dozen 
3 dozen or more, with 5 extra blades, per GOZEM ................-csesereenenensneees 8.00 
Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 














4301 W. Ogden Ave. Chicago 23, lil. 
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FOR DISTINCTIVE, USEFUL DECORATION . . 


Hammond 













it] \\ Maps 
7 d Edition Wa 
Fan. stant at 
Prod. + World * United States 
des. * North America © Asia 
st of e South America ¢ Europe 
lor ¢ Canada «¢ Africa 
ia & Pacific 
rods ¢ Australia & 
the A complete series of attractive, 
Mut authentic maps in exciting color— m9 . 
—_ oe . s MMOND‘s 
sus- covering the world and 10 major 
ngl geographic sub-divisions. Popular meummeuationas MAP 
wt 50” x 33” wall-size is perfect for won 
reat decorating office, den, playroom, He 
i etc. Each map folded and inserted : : 
itkers in a colorful 9” x 12” booklet — “=> 
ir an a combination selling jacket and 
€ for stocking aid. At only $1.00 each, 
these fine maps are extremely The World’s Most 
popular sellers. AUTHORITATIVE 


Map Series 








i: Bow 


your 
paid 


1.25 


3 


eS = 
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2 


















“B vortd 


dist 
f 5% 





FREE — handsome, versatile display 
rack for eye-catching presentation of 
maps and atlases. Write for details. 


Why not investigate the meny 
opportunities offered you by the 
extensive line of Hammond maps, 
atlases and globes. Call or write 
today for your copy of the latest 
C. S. Hammond catalog. 





Maplewood 
New Jersey 


- - = for more details circle 137 on last page 











naxt MORE MONEY 


WITH A 


HOWARD 


YOU'LL 
MONOGRAM 
AND SELL MORE: 


® Xmas Cards 


® Book Matches 
® Writing Papers 
® Lead Pencils 
Paper Napkins 
® Leather Goods 
Playing Cards 
® Gift Items 


Fountain Pens 


Write for 
Details! 





IMPRINTING 
MACHINE 


Exclusive Features 

® Imprints any 1”x3” area 

® Imprints 2-3-4-5-6 lines 
of type in any combination of 
sizes to 72 points. 


HOWARD STAMPING MACHINE CO. 


4445 W. Belmont Ave. 
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Chicago 41, Ill. 





“HEINES PUBLISHING CO., INC.” 


Bringing to you a “KING SIZE" line of 
Card Playing Accessories . . . 


Tallies Playing Cards 
Placecards Card Table Covers 
Scorepads Bridge Party Paks 
Rulebooks Bridge Ensembles 


Goren Items Notes and Stationery 





NEW GOREN SOLO BRIDGE 
All Plastic Model $3.95 Retail 





We offer you the most complete line of GOREN 
Bridge Rulebooks and Scorepads all personally revised 


with the new 1957-58 rules by Charles H. Goren. 





Write for our new Fall and Winter catalog 





HEINES pusuisHinc co., INC. 
123 NORTH THIRD ST. 


MINNEAPOLIS 1, MINNESOTA 








- - = for more details circle 139 on last page 





Your customers can't help reaching for this “tricky” ensemble of 
matching tablecloth, napkin, plate and cup! A perfect party starter 
for young or old. Order it now, feature it 
for fast selling . . . and be sure your stock 
is plenty big! 


proeeee nnn none nnn nnn nnn n nnn e n= 5 





New Paper Art Design Adds 
Life and Fun to Halloween! 





Paper Art Company, Inc. + 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 


[_] Please send ....... unit(s) of the PARTY BOOK @ $3.25 per unit 
(25 books in each). 


() Send your new 1958 “Fall and Christmas” Catalog Supplement. 
Store Name 
Address 
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SELL ART SUPPLIES! 


AMERICA’S NO. 1 
ART SUPPLY DISTRIBUTOR 
will service you from the coun- 


try’s largest stock of all im- 
portant art supply lines. 





























Write for catalogue 








and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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NEW “ouw- Cost 


‘ : MODEL FH-SC 
FOLD-0-MATIC 
Electric Folding 
ae _ Machine 


FOLDS» CONVEYS * STACKS : 
120 SHEETS PER MINUTE 


any fold... any stock .. . automatically! 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD © CHICAGO 6, ILL 








the GIRL-SIZE FILE that does 
a MAN-SIZE JOB!... 


RKive FILES 


For Legal or 
Letter Size Filing 







Write for prices and complete information 


VAN 42 Sole) GoM T TM MS-8 | 


2607 North 25th Ave n Park, Ill 


© Frank 








NEW PRODUCTS ..... 


Credenza 57 

A heavy gauge steel credeny 
with two sliding door storage cabj. 
nets is offered by Cole Steel Equip. 
ment Co. The unit is available jp 
three colors with aluminum trim 
and with linoleum tops in matching 
or contrasting shades. Dimensions 












are 6314" wide, 29” high and 
194%” deep. The price is $122 
Novel Birthday Card 58 


Stanley Greetings, Inc., has tied in 
contemporary high fashion design with 
an unusual material to produce this 
novel and up-to-date birthday card. This 
“sack card” is being given national 
distribution. 





Travel Game 59 
A new travel game by C. Scott 
Blakeslee & Associates takes cross-words 
to the cross-roads. Called Trav-L-Words, 
the game is played by carside ob. 
servation along the highways. The game 
involves word-spotting and can be play- 
ed with three variations. A set with 
14 playing cards sells for 40 cents. 


Typewriter Desk 60 


A flat top office desk that converts 
instantly to a typing desk has been an- 
nounced by Smith System Mfg. Co. The 
“Hide-a-way” typewriter desk permits 
the typewriter to be concealed and pro- 
tected when not in use. A special mech- 
anism is said to eliminate danger to the 
machine’s mechanism during opening 
and closing of the desk. Available with 
or without the drawer, the desk has a 
non-warping, stain proof  Fiberesin 
plastic top. Shipping weight is 100 pounds and dimensions are 
38” long, 261” wide and 30” high. Closed position leaves 
ample leg room for user comfort. 

The same firm has introduced a new book truck featuring 
18 feet of shelving, three shelves on each side sloping inward. 
The truck has 5” ball bearing casters, two swivel and two 
fixed, for easy maneuvering. 

















ANOTHER 


big sales feature for 


BOSTON [34 


CHAMPION 
rtable sharpener 


po 

4 DECORATIVE COLORS 
green-blue-sandtone-gray 

¥color, to match or complement 

modern office decor 

¥ simple feed it-hold it-turn it operation 

/ no fall-out of shavings 

¥ automatic feed and stop 

¥ huge market of modern offices 

¥ year-round sales promotion 

campaign 


C. HOWARD HUNT 
PEN COMPANY 
Camden 1, New Jersey 
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IMMEDIATE SHIPMENT 
FROM STOCK 
BUILT_FOR 
DUTY 
DESIGNED 
" FOR BEAUTY 


| PRICED TO SELL! 
SHOW ROMCO AND SELL EASIER 


ROMCOc ccurrment co. 


357 MARKET ST., KENNILWORTH, N. J. CHestnut 5-3375 
N.Y. OFF. 1 » NAY, i -3922 
OFF. 154 NASSAU ST., N.Y. 38, N. Y. BEekman 3-3 
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AS I SEE IT 


Sy Donald Frey 


oes = Secrefary-treasurer, Wholesale Stationers’ Association 


THE PROFESSIONAL WHOLESALER’S SALESMAN 


t our Regional Round Table of 

Manufacturers and Wholesalers 
held in Toronto recently, we invited 
representative office supplies retailers 
to attend our session. Comments after 
the session from dealers and manu- 
facturers and wholesalers alike were 
unanimous that the meeting had pro- 
duced better understanding of each 
other's problems and how these pro- 
blems could be solved to their mutual 
benefit. 

Similar round tables are being 
planned elsewhere. The 1958 Trade 
Exhibit of School and Art Supplies, 
and Stationery and Sundries, to be 
held at the New Yorker Hotel on 
March 2, 3 and 4, will include break- 
fast round table meetings to aid in 
solution of the common problems 
faced by independent manufacturers, 
wholesalers and retailers in the areas 
of merchandising, operating costs, and 
the competition with integrated hous- 
es and discount operations. 

A step toward more effective merch- 
andising of stationery items was 
taken recently by the Wholesale Sta- 
tioners Assn. in introducing a Repro- 
duction Proof Service Catalog, to be 
issued periodically carrying _ illus- 
trations of the latest products of the 
many thousands of manufacturers 
serving the stationery trade. The illus- 
trations appear in uniform size, on 
100 screen electro proof paper, and 
can be cut out by a local wholesaler 
and used in producing, by inexpen- 
sive offset printing, his catalog or 
flyer sheets for his own dealer ac- 
counts, 

But the most important fact re- 
Vealed at these regional Round Tables 
Was recognition of the professional 
Status of the wholesaler’s salesman. 


This point was cogently stated in a 
meeting in Atlanta, Ga. by Bill 
Schroeder of Bainbridge-Southern as 
follows: 

“When a manufacturer's salesman 
walks into a dealer's store, the 
thoughts of that dealer are immedi- 
ately pinpointed to the line that the 
salesman represents. The dealer will 
discuss his problems pertaining to 
that particular line with that sales- 
man but will not stray very far afield 
from that line. 

“But when a service wholesaler’s 
salesman walks into that same store, 
the dealer will drag out every pro- 
blem he has in every line that he 
carries with the possible exception 
of furniture and equipment, and lots 
of times he will even discuss those 
lines. He will discuss his financial 
problems, merchandising problems, 
display problems and every problem 
and gripe he has on every little item 
he carries. The service wholesaler’s 
salesman has to be a banker, lawyer, 
sales manager, merchandising  ex- 
pert, information bureau, employment 
service and a thousand other things, 
but most of all he has to be a Super 
Deluxe Office Supply Retailer. He 
is expected to know everything there 
is to know about the retail office 
supply business, even by the best re- 
tailers.”’ 

I can vouch for the sincerity of 
Mr. Schroeder, and that of hundreds 
of other wholesaler’s salesmen through- 
out North America, whom I have 


seen performing their responsible 
tasks. 

Mr. Retailer, I ask you to consider 
these additional remarks of Mr. 


Schroeder, when speaking to a group 
of wholesaler’s salesmen: 


MODERN STATIONER, SEPTEMBER, 1958 





“When you call on a dealer, you 
are in direct competition with about 
a hundred different factory salesmen. 
Can you outsell each one of these 
salesmen? That dealer you are try- 
ing to sell has every right to expect 
you to know each item that you offer 
to him, as much about that item as 
the factory salesman. If you don't 
know all there is to know about a 
given item, then by what right can 
you expect that dealer to buy it from 
you. Sure you can say, “Gee! I’ve got 
twenty thousand items to sell, you 
can’t expect me — one man — to 
know everything about all of them!’ 
Well fellows, if you want to sell 
something, you've got to know it 
frontwards, backwards and _ upside 
down. . . . Just remember that deal- 
ers’ clerks have almost as many items 
to sell as you do. 

““How much time, Mr. Wholesaler’s 
Salesman, do you give to studying 
your line? If you were a doctor, you 
would spend a lot of time studying 
the new drugs and methods of treat- 
ment that come out each year. Or if 
you were a lawyer you would spend 
a lot of time studying all of the new 
laws that are passed each year. Sure, 
they are professional men. But aren't 
you a professional salesman?” 

Some of the things a wholesaler’s 
salesman can offer a dealer were list- 
ed by Roy Kerr, Kerr Paper Co., at 
the Fort Worth regional round table 
last year. They included advice, ser- 
vice, a limited amount of credit, new 
lines in small amounts and seasonable 
merchandise. 

It became clear from these and 
discussions around the country that the 
wholesaler’s salesman is truly a pro- 
fessional salesman. 
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Different 
Exquisite! 


New .. 





MON BIJOU GIFT SET 
New imported set in black and gold gift 


box. 40 lovely paper napkins, 20 match- 
ing coasters, or 60 napkins. Many beau- 
tiful designs for fast sales. $9.00 doz. 


plus postage. Coasters available alone. 





ORIGINAL JAPANESE 

SILK EFFECT NAPKINS 
Often copied, never equalled. Terrific 
new designs, including Christmas. 35 
Luncheon or 40 Cocktail. 





FINE PRECISION PENCIL SHARPENER 


The original “DUX" with the razor-sharp, 
replaceable blade that keeps pencils 
sharp with a twist of the wrist . .. no 
muss . . . no fuss. Spill-proof container. 
24 different types in the fine DUX line. 


AT THE NSOEA CONVENTION 
No. M-24 GRAND BALL ROOM 
CONRAD HILTON, CHICAGO 


Permanent Showrooms 
New York, J. Kenneth Zahn, 225 5th Ave. 
Chicago, The Zangs Co., 1598 Merchandise 
Mart 


Los Angeles, Clifton Sales Corp., 1919 
Westwood Blvd. 
FRED BAUMGARTEN 
Exclusive Imports 
1000 Virginia Ave. N.E. Atlanta 6, Ga. 
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Fixture Catalog 


M & D Store Fixtures, Inc., has an- 
nounced distribution of their colorful new 
52-page catalog. The new Challenger line 


of steel and wood store fixtures is well 
illustrated. 
Greeting Card Line B 
A promotional packet describing the 
“profit lines’’ of greeting cards and social 
stationery is available for dealers from 
National Artcraft, Inc. Complete ordering 
information is enclosed, along with 
descriptions of the merchandise. 
Point-of-sale Brochure Cc 


Peter Pepper Products has completed a 
new point-of-sale brochure designed as a 
merchandising aid for their dealers. It 
describes most of the company’s contem- 





files. Included with the product inf 
tion is a section of “before and afig" 
photos showing how use of the files fy 
modernized record storage for many gm 
panies. 


Duplicating Catalog F 

The 55th anniversary catalog issued 
cently by the Heyer Corp. describes pey 
improvements in spirit, gelatin and steng 
equipment and supplies. Each process api 
product line is in separate sections of a 3. 
page book, quickly reached by die-cut indey 
tabs on the side of the pages. 











Card Imprinting Guide 6 

A new booklet entitled “The Kingsley 
Guide for Christmas Card Imprinting” js 
available from the Kingsley Machine (&, 
The guide covers such subjects as how 
merchandise, how to promote “quick se. 
vice” imprinting, how to advertise the ser. 









vice, what to charge, how to make up you 
own albums and where to get extra help 
during rush seasons. 


















porary decorative accessories, all original 
and distinctive in design. 
Advertising Specialties D 
A color catalog showing a full line of 
advertising specialties, gifts and calendars ) folde 
is available to dealers from Herbert Piller Sept. 1-5 — Boston Gift Show, Hote 113 Bonk 
and Co., which offers to make shipment Statler. 104 Betes 
directly from its factories to the customer Sept. 15 — Rosh Hashana, Jewish New 77. 
under a dealer's label. Year. 115 Boum 
Storage File Catalog £ Sept. 27-Oct. 1 — NSOEA Convention penci 
Recently published by Diebold, Inc., is a Exhibit, Conrad Hilton, Chicago. 116 Bee 
16-page, 2-color catalog covering the com- Oct. 5-11 — National Letter Writing page 
pany’s comprehensive line of steel storage Week. 117 Brow 
=? 
118 Brush 
page 
CLASSIFIED ADVERTISEMENTS = | =: 
Deadline for classified oGventanmente is Se, Le of the 2nd month mt 
preceding the month in which the ma ed. RATES: 20c a word. 120 Burre 
Minimum Order: $4.50. Names and address a. to > be included in the count. _ | 
Initials or sets of figures are to be counted as one word. IN Cth 














HELP WANTED 





SALES REPRESENTATIVES 
Wanted to carry line of popular-priced 
Solid-Pak Christmas Cards for nation- 
ally-recognized publisher of gree 
cards. rite Box 194, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, men 





a. = — Nationally promoted 
Ir" , Sow for department, gift 
stationery and camera stores. Can be 
sideline. Liberal commission. Write 
giving background & territories desired. 
& WADE MFG., oe = 





SALESMAN WANTED 
Established firm of Greeting Card Pub- 
lishers seeks a salesman now calling on 
Catholic Churches and Store Trade to 
sell special assortments of Catholic 
Greeting Cards as a profitable additional 
line. A real opportunity for the right 
person. State references, territories cover- 
ed, and experience. Our a know 


of this ad. All replies wil held in department and 6 statione 

strict confidence. Box 200, Modern Sta- years. Box 201, Modern tioner 
tioner and Office Equipment Dealer, 405 Office Equipment Dealer, 

East Superior Street, Duluth 2, Minne- Superior Street, Duluth 2, 

sota. 9-58 

86 MODERN STATIONER, SEPTEMBER, 1958 


Responsible salesman for territories of 
Minnesota, Texas and Florida wanted 
outstanding studio card company 
lished over 10 years. Please send 
details of coverage, other lines 
and references to Box 198, 
Stationer and Office Equipment 
405 East Superior Street, Duluth 2, 
nesota. 


iit: 










ee SALESMAN WANTED 


NGEMENT, MOST 
RITORIES OPEN. Box 199, Modern 
tioner and Office Equipment Dealer, 
=— Superior Street, Duluth 2, 
so 





LINES WANTED 





Wanted for California reliable 
llied 

















ers — page 57. 


materials — page 63. 
typewriter ribbons — page 19. 
writer papers — page 13, 


drafting tables — page 69. 


ing cards — page 59 





folder labels — page 18. 








ADVERTISED PRODUCTS 


101 Acme Shear Co. — shears, letter open- 


102 Add Sales Co. — self-service shelves — 


poge 81. 

103 Addo-X, Inc. — business machines — 
poge 79. 

104 Aigner, G. J., Co, — index divider — 
page 75. 

105 Alvin & Co, -— drawing, drafting 


107 American Ribbon and Carbon Co., Inc. — 
108 American Writing Paper a. — type- 
109 Anco Wood Specialties, Inc. — wood 


110 Angler's Co. — briefcases — page 22. 
111 Art Guild of Williamsburg, Inc. — greet- 


112 Avery Adhesive Label Corp. — file 


113 Bankers Box Co. — files — page 84. 


114 Bates Mfg. Co. — list finders — page 
sh New 77. 
115 Baumgarten, Fred — party accessories, 
vention- pencil sharpener — page 86. 
0. 116 Bee Paper Co. — drawing papers — 
Writing page 75. 
117 Brown, Arthur, & Bros. — artist supplies 
— page 84. 
ae 118 Brush, John D., & Co., Inc. — safes —- 
page 67. 
119 Bulman Corp. — steel store equipment 
rth — page 45. 
rd. 120 Burroughs Corp. — business machines 
nt. — page 6. 
121 C-Thru Ruler Co. — rulers, triangles, eic. 
— page 62. 
ories of 
nted by 
y estab- 
nd full 
carried 
Modern 
Dealer, 
2, Min- 
9-58 














mply circle th 
r of the produ 


ce you 
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122 Craftint Mfg. Co. — artists’ oil colors 
— page 79. 

123 Cushman & Denison Mfg. Co. — felt 
tip pen — page 20 

124 Dallas Gift Show — Gift Show — page 
47. 


125 Dazor Mfg. Corp. — lamps — page 
24. 


126 Dayo Products Co. — card dealing 
device — page 53 

127 Dome Publishing Co., Inc. — book- 
keeping records — page 65. 

128 Eaton Paper Corp. — social stationery 
— page 10. 

129 Ed-U-Cards Mfg. Corp. — games — 
page 78. 

130 Eureka Specialty Printing Co. — labels 
— page 63. 

131 Eversharp Pen Co. — new ball point 
pen — page 8. 

132 Force, Wm. A., & Co., Inc. — number- 
ing machine — page 62. 

133 Geerpres Wringer, Inc. — furniture mov- 
ing equipment — page 52. 

134 Gibson, C. R., and Co. — album — 
3rd cover. 

135 Globe-Wernicke Co. — office partitions 
— 4th cover. 

136 Graff, George B., Co. — filing equip- 
ment — page 77. 

137 Hammond, C. S., & Co. — wall maps — 
page 83. 

138 Hammond, C. S., & Co, — world globe 
— page 50, 

139 Heines Publishing Co., Inc. — card 
Playing accessories — page 83. 

140 Hoggson & Pettis Mfg. Co., The — 
ticket punches — page 80. 

141 Howard Stamping Machine Co. — im- 
printing machine — page 83. 


MODERN STATIONER Nome 


142 Hunt, C. Heward, Pen Co. — pencil 
sharpener — page 84. 

143 Ketcham & McDougall, inc. — key 
chain — page 81. 

144 Kingsley Stamping Machine Co. — 
monogramming machine — page 16. 

145 Leedall Products Mfg. Co., Inc. — type- 
writer ribbons — page 68. 

146 LePage’s, Inc. — tape dispenser and 
ash tray — page 21. 

147 Lindy Pen Co., Inc. — ballpoint pens — 
page 71. 

148 Listo Pencil Corp. — marking pencil — 
page 65. 

149 Lit-Ning Products Co. — filing equip- 
ment — page 51. 

150 Melind, Lovis, Co. — marking devices 
— page 75. 

151 Noesting Pin Ticket Co., Inc. — clips — 
page 81. 

152 North American Van Lines, inc. — 
shipping service — page 56. 

153 Olivetti Corp. of America — portable 
typewriters — 2nd cover. 

154 Paper Art Co., inc. — party accessories 
— page 83. 

155 Plymouth Rubber Co., Inc. — rubber 
bands — page 67. 

156 Print-O-Matic Co., Inc., The — folding 
machine — page 84, 

157 Regency Thermographers — heliograving 
— page 15. 

158 Roberts, Weldon, Rubber Co. — eraser 
set — page 59. 

159 Rowles, E.W.A., Co. — chalkboards, 
bulletin boards — page 64. 

160 Royal Register Co. — register forms — 
page 50. 

161 Seneca Novelty Co., Inc. — rulers, 
yardsticks — page 78. 


(Continued on other side) 






















































Position 
Tell-Me-More Dept. Business Name 
Please print or Street 
type information City State Zone 
New Products: 1 2 3 4 5 6 7 8 9 
1 12 13 14 15 16 17 18 19 20 21 
23 24 25 26 27 28 29 30 31 32 33 
35 36 37 38 39 40 41 42 43 44 45 
47 48 49 50 51 52 53 54 55 56 57 
59 60 
Yours for the Asking: A B C D E FG 
Advertised Products: 101 102 103 104 105 106 107 
109 110 111 112 113 114 115 116 117 
119 120 121 122 123 124 125 126 127 
129 130 131 132 133 134 135 136 137 
139 140 141 142 143 144 145 146 147 
149 150 151 152 153 154 155 156 157 158 
159 160 161 162 163 164 165 166 167 168 
169 170 171 172 173 174 175 176 177 178 
179 180 181 182 183 184 185 186 187 188 


Note: Inquiries for items listed not serviced after 3 months from date of issue. 





ee em we we eee ee 





the 
number on the perforated card below, fill in your name, business address and 






ADVERTISED PRODUCTS 


(Continued from other side) 


162 Superior Rubber Products Co. — rub- 
ber base pad — page 64. 

163 Superior Typewriter Co., inc. — office 
machines — page 69. 

164 Terade Co. — mobile power converter 
— page 52. 

165 Testrite instrument Co., Inc. — magni- 


— page />. 
167 Volid Process Co. — social announce- 
ments — page 58. 
168 Van Valkenburg, lt. D., Co. — memo 
clip — page 78. 
169 Victory Mfg. Corp. — poker chip dis- 
57. 


penser — page . 

170 Wabash Filing Supplies, inc. — filing 
supplies — page 48. 

171 Ward, Samvel, Mig. Co. — teen-age 
items — page 49. 


172 Wavsav Paper Mills Co. — offset 
papers — page 23. 
173 Weinman Brothers — memo board — 


page 80. 

174 White & Wyckoff Mig. Co. — boxed 
writing papers — page 3. 

175 White & Wyckoff Mfg. Co. — engraved 
initial stationery — page 17. 

176 Write, inc. — carbon papers and rib- 
bons — page 81. 

177 Oxford Filing Supply Co, — filing 
equipment — page 4. 

178 Romco Equipment Co. — office equip- 


ment — page 84. 

179 Faber-Castell Pencil Co. — eraser stick 
— page 74. 

180 S. K. Smith Co. — desk and home ac- 
cessories — page 76. 

181 Speedry Products, Inc. — marking de- 
vices — page 61. 





in additional information on new 
issue, simply circle 


182 Dolin Metal Products Co. — transfer 
files — page 72. 

183 Hanover Pen Co. — ball point pencil 
— poge 82. 

184 Smith, E. Errett, inc. — Christmas card 


tree — page 46. 

185 C. Scott Blakeslee & Associctes — game 
— page 67. 

186 Acco Products — filing supplies — page 
3. 


187 Mascots, Inc. — mascots, aviograph 
football — page 54, 
188 Modern Specialties — carton, string 


cutter — page 82. 


NEW PRODUCTS 


Desk Lamps 
Self-seal Envelopes 
Household Budget Record 
Photocopier 
Magnetic Index 
Wood Desk 

Marker 

Secretarial Chair 
Writing Case 

10 Ball Point Pen 

11 Check File 

12 Portfolio 

13° Merchandiser 

14 Christmas Albums 

15 Motorized Globe 

16 Adding Machine 

17 Desk Trays 

18 Electronic Desk 

19 Duplicators 

20 Office Partitions 

21 Chalk and Cork Boards 
22 Washable Crayons 
23 Phone Reminder 

24 Ribbon Display 

25 Mimeograph 

26 Rotary Card Files 
27 Waste Basket Display 


Canoashaon — 


















TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.aR., DULUTH, MINN. 
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YOURS FOR THE ASKING 


A 
B 
Cc 
D 
E 
F 
G 











Fixture Catalog 
Greeting Card Line 
Point of Sale Brochure 
Advertising Specialties 
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The GIBSON Book of a Lifetime 


ALL MY LIFE, 


so complete! so attractive! 
best on the market by far! 


Depend on Gibson to introduce a Lifetime Baby Book 
that chronicles it all. Perfect for every little “him” 
and “her,” the comprehensive record embraces every 
major event of a lifetime . . . chronologically from 
Birth to Grandchildren . . . with listings for Anni- 
versaries, Birthdays, Medical History, Employ- 
ment Records, School Records, Marriage, 
Children, Vacations and many other im- 
portant facts. 


72 colorful pages, easy-to-follow, easy-to- 
fill-in, all imaginatively illustrated. 
Beautifully lithographed in color on 
specially patterned stock. Exquisite 
2 color cover stamping. 
B552 (illustrated)—padded simulated 

er. B554—padded rayon moire 


(Both available in pink, blue, 
white, yellow, green.) 


COR Gibson cre 


PUBLISHERS « NORWALK, CONNECTICUT 
Fine Albums Since 1872 « New York Showroom: 225 Fifth Avenue 


- - - for more details circle 134 on last page 








Increase your customers office- prodietivity 


© (Goerniy 








Globe-Wernicke Techniplan Partitions magically create efficient, attractive private and semi-priv 


offices, a proved technique for increasing employee work output. Techniplan Partitions can be installed overnight with ¢ 


tools, without alteration of lighting, air conditioning or other existing facilities. And you can show your customers how Te 


Partitions can just as easily and quickly be re-arranged to suit changing requirements; they never become obsolete. As a Gi 
Wernicke Franchised Dealer, you'll sell Techniplan Partitions, from individual work stations to complete departments. And, yo 
at higher profit, too, because Techniplan is simple and fast to install. Write today for complete information on all the advo 

of selling G/W Techniplan Partitions along with the most complete line of metal business equipment in the world. A valuable G 


Wernicke Franchised Dealership can lead to an entirely revitalized business for you. 


remember...success 


depends. 





strength of your 


Technipian partitions 
titions are available isi have open bose; can 
with glass (transparent iri be converted to closed 
or translucent), meta! or i base with snap-in, 


acoustical panels. i snap-out base panels. 








at. egit 





